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Office of the President 


ARTHUR E. BRAUN 
PRESIDENT 


To Members of the National Association of Life Underwriters 
attending the 54th Annual Meeting: 


Reliance Life is happy to welcome you again to its 
home office city, just as we did when you first came to 
Pittsburgh 24 years ago. 


Real progress has been made by life insurance during 
this relatively brief period since 1919. Ordinary life in- 
surance in force has tripled. Insurance in force at Reliance 
alone has grown from $137 million to $575 million. 


We congratulate the Life Underwriters on this splendid 
achievement, for which they deserve a full measure of credit. 
May the soundness of your planning at Pittsburgh in 1943 be 
such as to continue the splendid service to our Nation in time 
of war, as you gave in 1919. 


Sincerely yours, 





President r 





ATIVG NOILNZANO)D P2€ 


ELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 





Farmers Bank Building, Pittsburgh, Pennsylvania 
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R RANT TAGGART, President ELMA EASLEY, Co. Delegate 
AL GAUMER, President G " att : : ——s 
; National Association of Life Women’s Quarter-Million-Dollar 
1944 Leading Producers Club " 
Underwriters Round Table 


AND THROUGH THEM EXTEND 
GREETINGS AND BEST WISHES 
10 THE NAL 


CALIFORNIA-WESTERN STATES LIFE INSURANCE (0. 


Home Office Sacramento | 
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OUR SERVICE FLAGS 


Every life insurance office proudly displays its Service Flag or 
Honor Roll in token of an ever-lengthening list of men and women 


in uniform. 





All over the global battle-arenas, those recruited from the ranks 
of our calling are acquitting themselves gloriously. Others are 


ardently training or are serving in the line of supply. 








| The sight of a service flag should be an inspiration and a challenge 1 | 





to every one of us in the home areas. 


Let’s give our whole-hearted might to our daily 
duties and to those related activities that will 


help bring victorious peace. 


i ~ the) rudlential 


iL an lg Iusurance ¥ Company of America 
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vn - SEP, Home Office, NEWARK, N. J. 
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and Hartshorn 
New Executives 


No Upset in 
Election of Six 
N.A.L.U. Trustees 


NEW OFFICERS ELECTED 

President —Herbert A. Hedges, 
Equitable Life of lowa, Kansas City. 

Vice-president — W. H. Andrews, 
Jr., Jefferson Standard Life, Greens- 
boro, N. C. 

Secretary — Wilbur W. Hartshorn, 
Metropolitan Life, Hartford. 

Treasurer—Walter E. Barton, Union 
Central Life, New York. 

Trustees—Clancy D. Connell, Prov- 
ident Mutual Life, New York; Philip 
B. Hobbs, Equitable Society, Chicago; 
Ralph W. Hoyer, John Hancock Mu- 
tual Life, Columbus, O.; Ernest A. 
Crane, Northwestern Mutual Life, In- 
dianapolis; Clarence W. Wyatt, John 
Hancock Mutual Life, Boston; Steacy 
E. Webster, Provident Mutual, Pitts- 
burgh. 





The election session of the national 
council Thursday afternoon was lengthy 
but unexciting. There was no slate- 
breaking. Supporters of Roy Ray Rob- 
erts, State Mutual, Los Angeles, pre- 
sented his name from the floor as a 
candidate for secretary in opposition 
to W. W. Hartshorn, who was recom- 
mended by the nominating committee, 
but without success. The vote for that 
office was not announced. The six can- 
didates for trustee for whom cam- 
paigns had been conducted were all 
elected. Adam Rosenthal, Acacia Mu- 
tual Life, St. Louis, who was drafted 
by the nominating committee as the 
seventh man required by the by-laws 





W. H. Andrews Ralph W. Hoyer 
to be on the ballot, also was seventh 
in the balloting. 

The council meeting did not start 
until 3 o’clock, partly because of the 
fact that the morning session was not 
concluded until nearly an hour behind 
schedule, but mainly because most of 
the members of the council waited un- 
til just before the meeting was due to 
start to present their credentials and 
have them certified by the credentials 
committee. Those who had arrived in 
good time became extremely restive 
over the delay and some of them in- 
sisted on going ahead, even if all of 
those who were to participate had not 
yet received their certificates of qualifi- 
cation. Elmer Beasley of Syracuse 
stepped into the breach as a volunteer 
song leader to help in killing time. 


SieNATIONAL 
UNDERWRITER 











HERBERT A. HEDGES 

The election of Herbert A. Hedges, general agent of Equitable Life of Iowa 
in Kansas City, as president of the National Association of Life Underwriters 
brings to the top post in that organization a man of recognized and proven ability, 
who has long been active in association work and has devoted himself assiduously 
and untiringly to the interests of the National association in recent years. He 
had served for several years as a trustee of the national body priog to being 
elected secretary in 1941, vice-president last year and president at this convention. 
In addition to taking his full share of responsibility for general activities as 
vice-president, he has done a particularly notable job the past year as chairman 
of the speakers committee, which has arranged for visits by National association 
officers and trustees to associations in all parts of the country and which is 
given much of the credit for maintaining membership at a high point. He has 
long been in great demand as a speaker at sales congresses and association 


meetings. 


mittee, with Henry S. Stout of Day- 
ton, O., as chairman, and named Sid- 
ney Wertimer of Buffalo, national 
trustee, as parliamentarian and also as 
timekeeper for the nominating and 
seconding speeches. 

Edwin W. Baker, John Hancock, 
Louisville, chairman of the nominating 
committee, read an extremely lengthy 
report, embodying all of the recom- 
mendations made by the national trus- 
tees in regard to the method of con- 
ducting the election this year and the 
action taken by the committee in ac- 
cordance with those recommendations. 
He pointed out one situation encoun- 
tered by the committee which he said 
needs to be remedied. While 90% of 
the members of the National associa- 
tion are personal producers and 35% 
are representatives of weekly pre- 
miums companies, he said that only 





two personal producers (this was later 
corrected to three) are now connected 
with the national administration and 
only one weekly premium man. He said 
no one from either of these classes had 
been suggested for office this year and 
the committee had not been able to find 
one who would offer as a candidate. 
(Continued on Page 14) 
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and Power 
Final Headliners 


Registration at N.A.L.U. 
Gathering Exceeds 1,400, 
Judd Benson Presides 


With three of the best speeches of 
the convention delivered Friday morn- 
ing, the annual gathering of the Na- 
tional Association of Lite Underwriters 
at Pittsburgh was brought to a close 
Friday noon except for the fellowship 
hour at which are being presented the 
new officers, trustees, past national 
presidents, Pittsburgh officers and con- 
vention committee chairmen. 

Since a large number are not leav- 
ing until evening trains the fellowship 
hour promises to be exceptionally weil 
attended. 

At the Friday morning session Judd 
C. Benson, Union Central home office 
general agent, program chairman and 
retiring trustee, was the presiding offi- 
cer. Mr. Benson is one of the strong 
men of the organization and one of 
the most popular and he is certain to 
be back at least in the ranks of trustees 
within a year or two. 

The life insurance speakers at the 
closing session, each of whom had a 
compelling message, were Woolf Guon, 
Metropolitan manager in Chicago; John 
Metropolitan manager in Chicago, and 
John P. Costello, Southwestern Life, 
Dallas, president Texas Association of 
Life Underwriters. 


Power Attends Entire Convention 


The concluding speaker, William G. 
Power of the public relations depart- 
ment of the Chevrolet Motor Car Com- 
pany, who was selected because of his 
ability to give the delegates something 
they could carry home with them as a 
fitting close to a great convention, 
proved the wisdom of the selection. 
While outside of the life insurance busi- 
ness, he had a real message for life 
insurance men. When he accepted the 
invitation to speak, he said he thought 
he ought to attend the entire conven- 
tion in order to make the sort of appeal 
he wanted to. Accordingly, he sat 
through all three days of the meeting, 
took notes on every speech and made 
good use of them in a most powerful 
and convincing inspirational address. 

Prior to the speaking program there 
was the report of the committee on 
nominations and that on resolutions. 
Then there was the presentation of 
membership awards. 


Much Activity in Evening 

The election session of the national 
council drew a large crowd Thursday 
afternoon and that evening there was 
much activity. The cocktail party given 
by President O. J. Lacy of California- 
Western States Life for Grant Tag- 
gart, retiring N.A.L.U. president, was 
a particularly pleasant gathering, as 
there were no other conflicting parties 
or gatherings; the political issues had 
been settled and as the convention was 
drawing to a close everyone was in a 
relaxed mood. There was a dinner 
meeting for the delegate body of the 
Pennsylvania State Association of Life 

(Continued on Page 19) 
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Wage Earner Market Is 
Analyzed by Guon 


“What has happened to our insur- 
ance market? Have you and I kept 
pace with the shifting pattern? What 
are our peculiar problems?” Woolf 
Guon, Chicago manager and president 
of Metropolitan 
Life’s C.L.U. Asso- 
ciation, asked at 
the general session 
in discussing the 
wage earner sales 
possibilities. 

The economic 
picture today cre- 
ates no new meth- 
ods but more prac- 
tical applications 
of old ones, Mr. 
Guon pointed out. 
The debit agent 
has raised his 
sights while the 
ordinary agent should lower his levels 
but increase his frequency of calls, he 
declared. 

Mr. Guon cited figures which show 
that 70% of the total income of IIli- 
nois in 1942 represented payments made 
for salaries and wages. “Think of it— 
70%! Among industrial workers, this 
means that large numbers who for- 
merly were solely industrial insurance 
risks, now have the ability to pay for 
and are potential buyers of ordinary 
insurance. It means that people own- 
ing $1000 to $3000 of life insurance 
have become accustomed to a higher 
standard of living, and should increase 
their insurance holdings to provide a 
larger income for the living expenses 
of their families. 


Woolf Guon 


In Position to Buy 


“They are in a position to pay for 
life insurance contracts that will build 
reserves for old age and provide funds 
for their children’s educations.” 

These facts make it clear that there 
is a fertile field for the sale of addi- 
tional insurance ranging from $2000 to 
$5000 or more, Mr. Guon emphasized. 
“The income in these homes has in- 
creased so much that there are still 
large sums of money available that are 
not being invested directly in govern- 
ment bonds. There is a fear of econo- 
mic reaction after the war and the 
hardship it will cause those not pre- 
pared. Because of rising costs, there is 
a great need for additional insurance 
among this group. 


Not Only Opportunity But Duty 


“Tt is not only an opportunity for us 
but a duty to sell the idea of additional 
insurance for the protection of the fam- 
ily, to help them build a post-war re- 
serve—and to aid the fight against 
inflation. 

“Here is where our market potential 
has shifted. This group has become a 
most important buyer of life insurance. 
It will remain important for it will con- 
tinue to receive a major share of the 
nation’s total income.” 


Large Buyers Market Fades 


Former large buyers of insurance are 
losing their favorable position due to 
changing economic conditions and taxes, 
Mr. Guon said. 

Federal tax laws tend to place the 
transfer of property through life in- 
surance in the same category as the 
transfer of other property. Joint in- 
come tax returns are not yet required 
by law, but the groundwork for it be- 
coming so is already laid. It is probable 
that the law permitting a wife, out of 
her own income, to buy insurance on 
her husband’s life, making the _ pro- 
ceeds free of estate tax at his death, 
will be changed. It appears that, little 





by little, as time goes on, the property 
of a family under one roof will be con- 
sidered as though owned by one person, 
insofar as taxation is concerned. With 
the opportunity to invest funds at a 
fair and safe return becoming more 
difficult, larger reserves of cash and 
government bonds to pay taxes will be- 
come more common. These changes will 
adversely affect the sale of life insur- 
ance for the purpose of lowering taxes. 


Need More Insurance 


The millions of industrial workers on 
the other hand are in need of more in- 
surance. In their income bracket, the 
purchase of insurance will give them 
many advantages. 

It appears very probable that a great 
number of the ordinary agents will find 
it necessary to spend a good share of 
their time among the industrial work- 
ers, if they are to maintain satisfactory 
production, Mr. Guon predicted. 


Ordinary Sales Opportunity 


The time is ripe for a maximum ef- 
fort in the sale of ordinary insurance 
payable in monthly installments, which 
when added to the social security bene- 
fits, will fill a definite need. 

The solely ordinary agent has never 
made a serious attempt to enter this 
field, Mr. Guon declared. “It is true he 
will have many problems at the be- 
ginning, but so did the debit agent, 
whose first problem it was to sell the 
idea of life insurance and the finan- 
cial stability of the insurance companies 
to these people. In my opinion, if the 
ordinary agent is to be successful in 
this field, he will have to follow much 
the same procedure of canvassing as 
does the debit agent. 

“T have noticed that the methods of 
good debit agents vary, but every one 
of them has a definite program of pros- 
pecting that has become a habit in his 
daily work. That sort of a program of 
daily prospecting for the ordinary agent 





c$es4 
saae8 























Texas Campaigners 
Gather at Breakfast 


One of the most unique meetings of 
the convention was the fifth annual 
reunion of the Amalgamated Society 
of Trained Seals, the informal asso- 
ciation that is composed of men who 
have been on the main program of the 
Texas Tri-City Sales Congress. The 
meeting was in charge of John C. 
Lelssler, Jr., publisher of the “South- 
west Insurer,” who holds the office of 
permanent flipper, and the principal 
speaker was John P. Costello, South- 
western Life of Dallas, the new presi- 
dent of the Texas Association of Life 
Underwriters and chief walrus of the 
society. 

A special guest was President Tag- 
gart of the National association, who 
has been a member of the society for 
several years. 

The meeting, a breakfast Wednesday 
morning, was strictly informal and was 
reminiscent of the visits to Texas by 
the members. Numerous people from 
Texas were guests of the society. The 
new members of the society who were 
initiated were William H. Andrews, 
Jr., and James E. Rutherford and Theo. 
Green of Massachusetts Mutual, presi- 
dent Oklahoma City association. H. 
Kenneth Cassidy of San Francisco, also 
was on the 1943 program, but he had 
been a member of the society for sev- 
eral years. 

Members of the society present in- 
cluded Dix Teachenor, Paul Conway, 
A. R. Jaqua, Jul Baumann, Philip 
Works, John Williams, Howard Lawr- 
ence, Harry Wright, Bert Hedges, 
Walter N. Hiller, Grant Taggart, Ralph 
Engelsman, R. B. Coolidge, Holgar 
Johnson and Manuel Camps, Jr. 


is necessary for him to succeed among 
the industrial workers.” 

An ordinary agent might plan to 
spend two or three full days and eve- 
nings in this field, Mr. Guon said. If 
he starts from scratch, he should se- 
lect a section of the city, say an area 
20 or 25 blocks square. He must de- 
cide to make a definite number of calls 
each day, that will result in appoint- 


(Continued on page 24) 





Group of executive secretaries of local and state associations: 
Sally Campbell, Cleveland; Ralph Burns, New York City; Margaret Becker, Peoria and Illinois state; Vernon Kreehle, 
general agent at Cleveland for Northwestern National Life; Joy Luidens, Chicago, and Ross Edgar, Pittsburgh. 


Field Cooperation 
Group's Report 
Viewed by Hobhs 


Survey Shows Companies 
Are Keenly Aware of 
Agents’ Problems 


In considering the manpower ques- 
tion, at the general session, Philip B, 
Hobbs, Chicago manager, Equitable So- 
ciety and -L.U. member of the 
Committee on Field Cooperation, stated 
that at committee meetings it has been 
apparent that no one company has all 
the answers to this paramount prob- 
lem. 

Just as American industry has pooled 
its research and abilities for the bene- 
fit of all and to the triumphant achieve- 
ment of American armed might, “so we 
in the life insurance business can pool 
for the common good our methods to 
the great benefit of all agents and all 
policyholders, thereby increasing our 
service in a like manner on the home 
front,” Mr. Hobbs declared in explain- 
ing how the committee was conceived. 


Pays Tribute to Associates 


Mr. Hobbs paid tribute to his asso- 
ciate committee members: Alexander 
E. Patterson, executive vice-president 
Mutual Life of New York, who repre- 
sents the Association of Life Insur- 
ance Presidents and is in_ general 
charge of the work, and to Gerard S§. 
Nollen, president Bankers Life of Iowa, 
who represents the American Life 
Convention. 

Slides were shown, pointing out that 
the field underwriter is one of the most 
important men in America to the 67 
million policyholders of life insurance. 
“In his hands lies the responsibility for 
bringing to the American people a 
means to enjoy the freedom at home 
for which we are fighting abroad. 

“Our field men are responsible for 
the growth which is essential to the 
national welfare of American life in- 

Continued on page 60) 
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Life Men Can Help: Hoffman 


The important part which life insur- 
ance men can play in awakening the 
nation to the necessity for starting its 
post-war planning at once was outlined 
at the Thursday session by Paul G. 
Hoffman, president of the Studebaker 
Corporation and chairman of the Com- 
mittee for Economic Development, which 
is doing an outstanding work in that 
field. 

“In your daily contacts with millions 
of Americans you are in an ideal posi- 
tion to sell individual businessmen the 
need for making their postwar plans 
now, Mr. Hoffman said. “By so doing 
you can contribute as much toward win- 
ning the peace as you are contributing 
toward winning the war through your 
bond-selling activities.” 

By winning the peace, he said he 
means assuring the continued existence 
of a free America—“‘an America with 
a higher standard of living than we 
have ever enjoyed before. Life insur- 
ance has played an important part in 
raising the standard of living in this 
country far above that in any other 
country in the world. It will continue 
to do as much after the war. Under 
present tax laws it is about the only 
means remaining through which we can 
provide financial security for our old 
age and for our families.” 

Winning War First Job 

He emphasized that in discussing 
plans for the postwar period, it must 
not be forgotten for one moment that 
at this very minute American boys are 
fighting all over the world—on land, 
on sea and in the air, and their heaviest 
fighting lies ahead. “As the tempo of 
war increases and our forces charge 
in for the kill, more and better war 
equipment must be ready at hand to 
replace that expended in attack. Pro- 
viding that equipment is our job on the 
home front. Nothing must interfere with 
it. Nothing must be permitted to divert 
the attention of our minds or the work 
of our hands from that single objective. 

“But time must also be found now to 
consider problems for which answers 
must be ready when hostilities cease. 
We have paid a terrific price is blood 
and tears because we were unprepared 
for war. We may pay an even more 
devastating price if we are similarly 
unprepared for peace. Our sons are 
winning the war for us. We must be 
ready to win the peace for them—and 
wishful waiting will, in my opinion, 
put both their freedoms and ours in 
the greatest jeopardy. 

“The problems which peace will bring 
are numerous and complex. Major pol- 
Icy issues both on the international and 
domestic fronts must be studied. Inter- 
national monetary policies, labor agree- 
ments and world policies must all be 
given comprehensive attention, just as 
were food problems at the Hot Springs 
conference. Many domestic policies need 
challenging in view of new conditions 
which will prevail in the postwar world. 


Employment Is Big Problem 


“But even though sound answers are 
found to all the perplexing questions 
involved in these proad and basic is- 
sues, all our hopes of achieving a better 
world will be shattered unless here in 
America we succeed in reaching new 
high levels of peacetime employment 
and production which, even three years 
ago, would have seemed fantastic. There 
can be no better world unless America 
is strong and free. America cannot re- 
main strong and free if in the postwar 
period we have too much unemployment 
for too long. That is a direct invitation 
to dictatorship. Today there is general 
agreement on that point. 

Perhaps what has not been so clearly 





recognized is the further point that if 


the government furnishes too much 
employment for too long, the end result 
will be similar. Too much government 
employment will result in staggering 
deficits, in political contamination, and 
finally in the deterioration of the char- 
acter of our people. The pressures cre- 
ated by either too much unemployment 
or by too much government employ- 
ment may mean that regimentation will 
replace free enterprise; that our free 
society will give way to some form of 
state socialism.” 

Question of “Full Employment” 


In discussing the postwar employment 
problem, Mr. Hoffman carefully avoided 
the use of the phrase “full employ- 
ment.” He said full employment sounds 
well and has pleasant connotations; 
“however, I actively deplore its use. 
Let’s consider the phrase ‘full employ- 
ment’ for a moment. Exactly what does 
it mean? Does it mean a job for every 
man and woman, for every husband and 
wife in America? If so, what kind of 
job? Does it mean a job working 40 
hours a week with sufficient pay to pro- 
vide a satisfactory standard of living, 
or a job working 20 hours a week with 
just enough to provide a bare existence, 
Does it mean there will be jobs for 
everybody at all times when everyone 
knows that in a free economy there 
must be a float of several millions? 
Without the answers to these questions, 
the term ‘full employment’ is utterly 
meaningless and misleading. 

“Full employment is an absolute, im- 
possible to attain in a free society. 
What we are really striving for is a 
satisfactory level of employment after 
the war, a level of employment which 
will enable us to achieve our ultimate 
goal—a standard of living in postwar 
America higher than we have ever en- 
joyed before. 

Defining Satisfactory Level 

“When the C.E.D. was organized, we 
realized that if we hoped to make any 
contribution to the postwar employment 
problem, we first must measure the 
task—by defining as precisely as pos- 
sible what would constitute in the post- 
war period that satisfactory level of 
employment and productivity. In view 
of the numerous variables and impond- 
erables involved, we could not hope to 
develop any set of figures which would 
not be challenged immediately from 
many quarters. Nevertheless, we finally 
came to the conclusion that by using a 
pre-war year as a base, we might de- 
velop figures which, while by no means 
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exact, would give some measure of the 
postwar employment problem. 

“We decided to go back to 1940, our 
last peacetime year. We did that be- 
cause we realized that there is no re- 
lation whatsoever between our present 
war ecenomy and a peacetime economy. 
Taking employment first, we found that 
approximately 46,000,000 people were 
gainfully employed in the United States 
in 1940. Less than 600,000 of them were 
serving in the armed forces. Very few 
were engaged in armament production. 
From an employment standpoint, the 
situation in 1940 was not satisfactory 
because it is estimated that there were 
from 6,000,000 to 9,000,000 competent 
workers unemployed. 


Present Situation Outlined 


“In contrast to 1940, it is estimated 
that by the end of this year more than 
61,000,000 people will be employed in 
our working-fighting force, and of this 
number no less than 20,000,000 will be 
directly engaged in the manufacture 
of war goods. If America had to pro- 
vide employment for all those people 
after the war the task would be stag- 
gering, but that is not likely. 

“Assuming that several million wom- 
en, along with overage and underage 
men, will return to their homes after 
the fighting stops, leading economists 
estimate that this country will have to 
provide something like 58,000,000 jobs 
with a normal work week to have a sat- 
isfactory level of employment. Approxi- 
mately 2,000,000 of these will be in the 
armed forces. Government normally 
employs approximately 4,000,000 people. 
In addition, there is an obvious need 
for a postwar public works program 
after the war. We have had a holiday 
on highway building and maintenance 
so that after the war much of our high- 
way system will have to be reconstruc- 
ted to meet modern traffic conditions. 
New residential building and slum 
clearance will necessitate new construc- 
tion and rehabilitation of such essen- 
tial services as water works and sewer- 
age. The anticipated postwar expansion 
in civil aviation will require a huge 
airport construction program. All of 
these projects are useful and necessary 
but even if the green light were given 
to all essential public works projects 
at the federal, state and local level, for 
which blueprints have been made, ac- 
cording to expert advice, employment 
could not be found for more than 
3,000,000 additional men. That means 
49,000,000 people will be looking to in- 
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Head table group at war bond conference: 


J. Hawley Wilson, Massachusetts Mutual, 
Huth, Provident Mutual, Chicago; Larry Bogart, wounded Marine hero: Grant 





dustry, commerce, agriculture and the 
professions for jobs. 

“That is the goal as far as jobs are 
concerned—but a goal of jobs alone is 
not enough. High-level employment 
could be attained very easily if we dis- 
regarded completely the reasons for its 
attainment—a high standard of living 
and the maintenance of our free society. 
A 20-hour week might cure unemploy- 
ment, but it would plunge America into 
disaster. Jobs might be created by turn- 
ing our backs on technological advance- 
ments, but at what a cost! We create 
rather than solve problems when we 
substitute hand-shovels for steam- 
shovels. Actually, the only way in which 
we can attain the twin objectives of 
high-level employment and high-level 
production is through taking advantage 
of every technological advancement as 
rapidly as_ possible.” 

He cited the little-publicized report 
of the National Bureau of Economic Re- 
search, “Employment in Manufacturing, 
1899-1939: An Analysis of Its Relation 
to the Volume of Production.” In this 
report the bureau points out that the 
industries with particularly large in- 
creases in both employment and output 
between 1899 and 1939 were in general 
those in which exceptionally large de- 
clines occurred in employment per unit 
of product. It mentions the automobile 
industry as having cut jobs per unit 
most sharply in that period and yet 
registering the largest gains both in 
total numbers employed and in output. 
In contrast the lumber industry in- 
creased its employment per unit of 
product and suffered a sharp reduction 
both in total employment and _ total 
output. 


Must Increase Gross Output 


“To be certain we not only have jobs 
enough but also that they are the right 
kind of jobs, we must increase sub- 
stantially our gross output of goods 
and services,” Mr. Hoffman said. “Some 
economists estimate that to provide 
civilian employment for 49,000,000 peo- 
ple after the war, America would have 
to raise its gross output 30% over the 
record - breaking peacetime year of 
1940; others say 50%. In that year, 
gross output was $98 billion. Therefore, 
on the basis of these estimates our 
annual output, measured in terms of 
the 1940 dollar, must be raised to some- 
where between $125 billion and $145 
billion. That is, of course, after we have 
made the transition back to a peace- 


(Continued on page 28) 





Oklahoma City; Steacy Webster, Provident Mutual, Pittsburgh; George 


Taggart, retiring N.A.L.U. president; 


Ted R. Gamble, Treasury Department speaker, and W. H. Andrews, Jr., Jefferson Standard Life, Greensboro, N.A.L.U. 


vice-president, and war bond chairman. 
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Old Sales Fields Offer 
Greatest Opportunity 


The great opportunities that exist to- 
day for the sale of life insurance are 
in the fields where an agent has been 
working in the past, rather than those 
that are war-created, John P. Costello, 
Southwestern Life, Dallas, declared in 
his talk on “Opportunity Is Now.” In 
listing many of these fields, which have 





‘ 











JOHN P. COSTELLO 
been good in the past and will be for 
a long time to come, Mr. Costello said 
he was not advising the agent to seek 
new markets and new methods, but 
rather to cultivate more intensively the 
same fields where he has been develop- 
ing his business in the past. 

America is on the march and hand in 
hand with it goes life insurance, Mr. 
Costello said. 











“Prosperity is rampant in this coun- 
try today because of the war and I 
confidently believe that prosperity will 
continue on a high plane for many 
years after we bring the war to a vic- 
torious conclusion. That is why I say 
that the opportunity for life insurance 
underwriters is now. The opportunity 
will be good today, tomorrow and for 
many tomorrows to come. The gates of 
financial paradise are wide open, and 
blind is he who will not enter and par- 
take of the profits.” 


Great Long Range Future 


Before entering into a discussion of 
the current opportunities, he took up 
the great long range future ahead, and 
said no man can give the best that is 
in him to life insurance if he is of the 
opinion that the business has only a 
few more years to go or its days of 
prosperity are numbered. He commend- 
ed the pamphlet, “Is There a Future for 
Life Insurance?” by G. Franklin Ream 
and heartily agreed with Mr. Ream 
that life insurance deals with human 
nature; that its operations have to do 
with basic human instincts. 

“As long as there are men they will 
have the instincts of self preservation, 
of protection for their mates and off- 
spring, will have the desire for owner- 
ship and will have the fear of the un- 
known,” he said. “Then just so long 
will there be life insurance, because life 
insurance is built upon these very in- 
stincts. You and I know that life in- 
surance is the best instrument devised 
by man to satisfy these desires and 
alleviate the fears of man. 

“Mankind everywhere is fighting and 
dying to preserve the right to live a 








A. E. Patterson, executive vice-president of Mutual Life and former presi- 
dent N. A. L. U.; H. Kenneth Cassidy, Pacific Mutual, San Francisco; C. V. Shep- 
herd, National Life, Cedar Rapids, president Iowa state association, and Roy 
Ray Roberts, State Mutual, Los Angeles, N. A. L. U. trustee. 


normal and decent existence free from 
fear and insecurity. The whole world 
is in the search of the very things that 
our business provides. It is in search 
of peace of mind. Peace of mind is a 
part of every life insurance contract 
and yet it is not a part of the cost. 
No Scarcity of Prospects 

“Have no fear that: there will be a 
scarcity of prospects with money in 
their pockets to buy life insurance in 
the years ahead. You’ve read of the 
great things to come in your news- 
papers and in the advertisements in the 
national magazines and have heard of 





STATE MUTUAL bas been serving the people 


of PITTSBURGH for over sixty years. 


OF WORCESTER, MASSACHUSETTS, 


“808 PARP EE RRO RUS Rae smear eta ern eee een 


We are happy to pay tribute to our Pittsburgh : i 
General Agent, G. Harold Moore, and his able 
associates, who are carrying on the high quality of 
underwriting that has characterized this office since 1882. 


Sate Mutual Life Assurance Company 


INCORPORATED 1844 





them on the radio. Leaders of Ameri- 
can industry assure us that the mirac- 
ulous devices now being used to hasten 
victory will be turned to the benefit of 
all mankind when peace comes. This 
means many new industries, thousands 
of new enterprises and hundreds of 
thousands of new jobs. Prosperity of un- 
precedented proportions should follow 
this war as it did the first world war. 

“During wars people facing the grave 
problem of national security become 
doubly conscious of the great problem 
of individual security. In time of stress 

(Continued on page 20) 
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Outstanding Liifi 
One La Salléi 


THE LIFE INSURAN(e¢E! 








THE COMPLETE FACILITIES OF OUR 
PITTSBURGH OFFICE 


LOCATED 
UNION TRUST BLDG. 
ARE AT YOUR DISPOSAL 


FRED. S. JAMES & CO. 


Established 1872 


INSURANCE 


ONE NORTH LA SALLE STREET 


























ONE LA SALLE STREET BUILDING 
An Address of National Prestige— 
Rates and Floor Plans on Request— 
L. J. SHERIDAN & CO., Agents One La Salle Street, Chicago 





NEW YORK Telephone—Central 7411 SAN FRANCISCO 
PITTSBURGH CHICAGO 2, ILL. MINNEAPOLIS 
HENRY ZIMMERMAN 
ROYER AGENCY 
AGENCY THE CONNECTICUT 
° MUTUAL LIFE 


General Agents 


THE 
OHIO NATIONAL LIFE 


INSURANCE COMPANY 
Tel. Franklin 0305 


2115 ONE NO. LA SALLE ST. 
CHICAGO 








INSURANCE CO. 


General Agents 
Lt. Com. Chas. J. Zimmerman 
Henry C. Hunken 


Tel. Central 5700 


One North La Salle Street 
CHICAGO 

















LIFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


WILLIAM M. HOUZE 


GENERAL AGENT 


One La Salle Street Building 


Telephone: Randolph 9336 
CHICAGO, ILL. 
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siffigencies Located In 
ilétreet Building 








ANQGENTER OF CHICAGO 
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XUM 


ONE LA SALLE STREET BUILDING 


is the recognized Life Insurance Center of 
Chicago. Twenty-seven life insurance offices 
occupy space in this modern, up-to-date, 
forty-seven story building, located at La 
Salle and Madison Streets. 


The General Agents and managers with of- 
fices at One La Salle Street whose names 
appear here have unequalled facilities for 
handling all life insurance business. Brokers 
will find prompt and unusual service on 
brokerage business at these offices. Men 
who desire to become Life Underwriters and 
connect with well established organizations 
that will give helpful aid will find an oppor- 
tunity awaits them. 


Here are some of the most progressive and 
modern producing organizations offering 
the finest service on life insurance to be 
found anywhere in the country. 








The Hughes Agency is a progressive, aggressive organiza- 
tion, with a staff well equipped to handle those cases in Chicago 
which you’ve often thought you would write, but probably never 
will unless you get someone here to work with you on them. 


Underwriters here say we’re a good outfit to live with and 
many out-of-towners say we’re a good gang to work with... 
so let’s get together on those people who used to live where you 
live and now live where we live. We’re sure we can work out an 
arrangement profitable to all of us! 


E. W. HUGHES 


General Agent 


MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 
One North La Salle St. Chicago RANdolph 0060 











RAYMOND J. WIESE 


AGENCY 
OF 


NORTHWESTERN NATIONAL LIFE INSURANCE 
COMPANY OF MINNEAPOLIS 
ONE NORTH LA SALLE STREET ° CHICAGO 














FREEMAN J. WOOD 


GENERAL AGENT 


Lincoln National Life Insurance Co. 


ONE NORTH 


18th FLOOR Telephone Central 1393 
LA SALLE ST. 





AN AGENCY WELL EQUIPPED TO 
HANDLE BROKERAGE BUSINESS. 








STUMES & LOEB 


GENERAL AGENTS 


The Penn Mutual Life Insurance Co. 


SUITE 1525 


ONE LA SALLE STREET BUILDING, CHICAGO, ILL. 
Telephone Randolph 0560 


* 


An Agency Especially Equipped to Educate 
and Develop Steady Producers 
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Ernest A. Crane, Northwestern Mutual, Indianapolis; John Witherspoon, John 
Hancock Mutual, Nashville, past N. A. L. U. president, and Lawrence C, Baker, 


Washington, attorney for N. A. L. U. 


Conn. Commissioner Heard 


Col. W. Ellery Allyn, recently ap- 
pointed insurance commissioner of Con- 
necticut, spoke briefly at the opening 
of the Thursday session. He declared 
that life insurance has something more 
to do just now than writing and serv- 
icing policies, as there is a definite 
movement to take the business away 
from its present management. He urged 
that it put up a determined fight 
against any such action. 


Virginia-West Va. Breakfast 


The delegates from Virginia and 
West Virginia, to the number of more 
than 40, got together Thursday morn- 
ing for an informal breakfast confer- 
ence on conditions and problems which 
are common to the two states. 

Herbert Hill, Life of Virginia, presi- 
dent of the Virginia association, and 
Harold Clonch, Metropolitan, Bluefield, 
president of the West Virginia asso- 
ciation, presided jointly. 





Life - Health - Accident 


Streamlined Policies— 











The Spirit of 43 


Not unlike the performance in the epic year of '76 


is the spirit of today—the spirit of '43. 


There's an intensity of purpose; a uniformity of 
direction; an indomitable will to win; a concerted 
pulling together as a team—just as there was in '76 


when our Nation was born. 


Symbolic of that spirit which makes Americans 
unbeatable is the unending stream of reports in the 
life insurance industry of fewer men consistently 
writing more business; creating more security for 


individuals; constantly making the economic fabric 


3rd Day 


Special Non-Can Accident & Health Policy 
for Railroad Men— 


of the Nation stronger. 


Modern Hospitalization Policies— 
a We are proud to be identified with an industry 


Low-Cost Second Year Value Life Policies— : 
a so totally geared for victory. 


Family Group Life— 


° Ww 


We operate in Tennessee, Arkansas, Texas, New Mexico, 


Kansas, Nebraska, Colorado, Wyoming, Utah, Nevada, 
LIFE INSURANCE COMPANY 


California, Washington, Oregon, Idaho. 
HOME OFFICE 


Louisville 


Some Excellent General Agency 
Opportunities Available. 


Security Life & Accident Company 
SECURITY LIFE BUILDING 
DENVER, COLORADO 
W. L. BALDWIN, President 


MORTON BOYD 


President 


“Where Quality Men Are Building Quality Volume” 


A Recommended Company 
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Presentation of Philadelphia award to Kentucky state association which in- 


creased its membership 110%: 


W. Ray Moss, Connecticut Mutual, president Kentucky association; Grant 
Taggart, retiring N. A. L. U. president, and Morgan O. Woodward, Prudential, 


Kentucky state national committeeman. 
New High Mark in 
C.L.U. Chapters 


At the annual meeting Thursday of 
the American Society of C. L. .U., Dr. 
David McCahan, who was reelected sec- 
retary, reported that a record high of 
52 chapters was achieved in 1942-43 by 
the addition of the Memphis and Mad- 
ison, Wis., chapters. Company C.L.U. 
associations increased to 16. 

Of the 294 members in the armed 
forces, five have lost their lives in the 
service, Dr. McCahan reported. All 
were commissioned officers. Lieut. (j.g) 
W. A. Burr, Detroit, was killed in ac- 
tion as gunnery officer on a merchant 
ship which was lost with all its crew. 
Lieut. Commander Ralph B. Lowes, Jr., 
Peoria, Ill., died on duty in the South 
Pacific. First Lieut. James P. Mat- 
thews, army air force, Dallas, and En- 
sign Robert S. Whitla, Syracuse, N. Y., 
died in service and Lieut. Irving V. G. 
Perine, marine corps, Newark, was 
killed in action in the Solomon Islands. 

Edward A. Krueger, national treas- 
urer, who was reelected for a fifth term, 
reported that 31 of the 52 chapters had 
achieved 100% paid membership, as 
against 22 such chapters last year. 
Membership reached a new high at 
1,596, which is about 77% of those 
eligible. Although the society provided 
for increased activities during the year 
and waived the dues of 294 members 
in service, it elosed the year in a sound 
financial condition. 

Dr. S. S. Huebner, president of the 
American College, presented the pro- 
fessional charge to the “token” candi- 
dates in the absence of the usual large 
group of graduates because of wartime 
travel conditions. Dr. McCahan present- 
ed the candidates. 

C.L.U. diplomas were awarded to 149 
candidates. Four candidates received 
the the certificate of proficiency, not 
being engaged directly in life under- 
writing. Fifteen additional candidates 
were approved on the basis of their 
completed examinations, and may qual- 
ify for the C.L.U. diploma on meeting 


the three-year professional experience 
requirement. Five C.L.Us. received the 
certificate in agency management. 
Diplomas of those not present will be 
sent to local chapters wherever possi- 


ble, and will be awarded at chapter 
meetings or at joint meetings with lo- 
cal life underwriters associations. 
“This is the time to fight for further 
advances in professional life under- 
writing,” Dr. Huebner said in his con- 
ferment address. “Higher education in 


life underwriting is the outstanding 
factor that gives confidence and keeps 
up the morale of the life underwriter. 
It enables him to think through the 
complex problems in daily practice in 
times like these, and in the future. 

“We must keep uppermost in our 
minds the securing of new candidates 
for the colleve. If each C.L.U. will 
sponsor one likely candidate each year, 
the continued development of the C.L.U. 
movement and the American College of 
Life Underwriters will be assured. We 
must hold the ground won, and we must 
fight to make new progress.” 

John D. Moynahan, Metropolitan 
Life, Chicago, chairman of the commit- 
tee on new candidates, reported that 
the development program to interest 
and sponsor new candidates was thor- 
oughly organized the past year. Chap- 
ters and individual C.L.U.’s throughout 
the country cooperated in the 1943 cam- 
paign. A series of three booklets was 
written for the committee by Hampton 
H. Irwin, Massachusetts Mutual, in- 
forming candidates of the C.L.U. pro- 
gram of study. These were widely dis- 
tributed. The program for new candi- 
dates will be continued with renewed 
vigor during the coming year. The aim 
is to have each C.L.U. sponsor at least 
one qualified candidate. 


Denny Headliner at 
State Mutual Dinner 


G. Harold Moore, Pittsburgh general 
agent, presided at the State Mutual Life 
dinner, with R. H. Denny, director of 
agencies giving the main address. Talks 
were also given by Roy Ray Roberts, 
Los Angeles, N.A.L.U. trustee, and 
Elmer Beezley of Syracuse. 


Go to Home Office 


Mr. Moore and Mrs. Roberts are leav- 
ing Pittsburgh for the home office, as 
they are members of the executive 
committee of the State Mutual General 
Agents Association, which is holding a 
meeting commencing Sunday. 





Hill, Morrison, Smith 
Northwestern Speakers 


At the Northwestern Mutual dinner 
attended by about 40, talks were given 
by Grant L. Hill, superintendent of 
agents: Guy E. Morrison of Indian- 
apolis, president of the Special Agents 
Association, and Herbert L. Smith of 
Harrisburg, president General Agents 
Association. Roger Clark, Pittsburgh 
general agent, presided. 








On January 1, 


the Company provides a substantial monthly income for field veterans, 
men with twenty or more years of service, after they reach the age of 


65, based on their earnings during preceding years. 


What do Mutual Benefit fieldmen think of the plan? Listen to just this 


small sample: 


FROM ATLANTA—“The best thing the Company has ever done for the 


1942 the Mutual Benefit inaugurated its VETERANS 
SERVICE ALLOWANCE PLAN. Requiring no contribution from fieldmen, 


benefit of its agents.” 


FROM BUFFALO—“I did not need this latest act of the Company to 


increase my loyalty and admiration. It is one of the finest things ever 


done.” 


FROM N. Y. C.—“It is just another example of the reasons that make 
so many of us go on year after year preaching Mutual Benefit—know- 
ing that the service to the public and also the treatment of the repre- 


sentatives is outstandmg and equalled by no other company.” 


HOME OFFICE 


THE MUTUAL BENEFIT LIFE 
INSURANCE COMPANY 





NEWARK, N. J. 
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Elect Hedges, Andrews, Hartshorn 


(Continued from Page 3) 


Mr. Baker also presented a motion 
embodying the recommendations of the 
committee in regard to limitation of 
nominating speeches, previously an- 
nounced, which was adopted. 

The advancement of Herbert A. 
Hedges to president and W. H. An- 
drews, Jr., to vice-president, while 


W. W. HARTSHORN 


highly acclaimed, did not take much 
time, as they were unopposed and no 
nominating speeches were necessary. 
However, when Mr. Hartshorn was 
presented as the committee’s choice for 
secretary, H. Kenneth Cassidy, Pacific 
Mutual, San Francisco, took the floor 
to nominate Mr. Roberts. Prior to his 
nominating speech, which under the 
new rules could not take more than 
three minutes, Mr. Cassidy asked and 
received permission to make a five- 
minute talk against the Wagner bill. 
He tied this in with the nomination, 
however, in stressing Mr. Roberts’ ac- 





ERNEST A. CRANE 


tivity along educational lines, by de- 
claring that proper education of the 
public would be the best way to head 
off such measures. 

He said that Mr. Roberts would not 
hereafter be a candidate for any na- 
tional office. John. W. Clegg, Penn Mu- 
tual, Philadelnhia, past national presi- 
dent, asked whether that meant that if 
Mr. Roberts were elected secretary he 
would not seek any higher office there- 
after. Mr. Cassidy repeated his state- 
ment. but without further amplification. 
W. K. Niemann, Bankers Life, Des 
Moines, who is not a member of the 
council, was given permission to second 
the nomination. 

Osborne Bethea, Penn Mutual, New 





York, and John D. Moynahan, Metro- 
politan Life, Chicago, spoke for Mr. 
Hartshorn. 

Another delay then ensued while the 
committee was counting the ballots for 
secretary, which was only partly filled 
by the reelection of Walter E. Barton 
as treasurer. 

After the trustee candidates had 
been announced, Edward Gettings, 
president New York state association, 
and Wallace Darling of Cedar Rapids 
spoke for Mr. Connell; W. A. Arnold 
and Earl Schaeffer, both of Harris- 
burg, for Mr. Webster; Guy Morrison 
of Indianapolis and Verlin Harrold of 
Fort Wayne for Mr. Crane; W. L. 
Coonrod, Springfield, Mo., Paul Cot- 
tingham of Omaha and John Steger 
of Minnesota for Mr. Rosenthal; Fred 
A. Schnell of Peoria and J. H. Bren- 
nan, Chicago, for Mr. Hobbs; Paul 
Smith, Columbus, and Hugh Bell, Seat- 
tle, for Mr. Hoyer and Paul Sanborn, 
Boston, for Mr. Wyatt. Instead of hav- 
ing a seconding speaker, Mr. Sanborn 
read a letter from C. J. Zimmerman, 
former national president, now a lieu- 
tenant commander in the navy, on duty 
in the Pacific, urging Mr. Wyatt’s elec- 
tion. 

In number of votes received, the elec- 
tion committee reported that the candi- 
dates ranked in this order: Connell, 
Hobbs, Hover, Crane, Wyatt, Webster 
and Rosenthal. 

The entire slate as approved by the 
council was formally elected by the 
general convention at the session Fri- 
day morning. 


John Hancock 
Holds Dinner 


J. Harry Wood, second vice-president, 
was toastmaster at the John Hancock 
Mutual dinner Wednesday evening. 
Paul F. Clark, vice-nresident, gave a 
talk as did John A. Witherspoon, Nash- 
ville seneral agent and former N.A.L.U. 
president. 


Miss Matthews Head of 
Women’s Round Table 


Miss Elsie M. Matthews, Connecticut 
Mutual Life, Newark, is the new chair- 
man of the Women’s Quarter Million 
Dollar Round Table. succeeding Miss 
Helen M. Zenn, Equitable Societv, Chi- 
caso. who becomes a member of the ex- 
ecutive committee. 

Miss Matthews has been chairman 
the past vear of the committee on 
women underwriters of the National 
assoriation. and was considered pri- 
marilv resnonsible for the great svecess 
of the women’s session at the Pitts- 
burgh convention. 











F. J. Stevenson Returns 
To Life Insurance Post 


F. J. Stevenson, who has been a 
civilign executive with the Army or- 
dnance department at Pittsburgh, has 
returned to the life insurance business 
as associate manager of the Lawrence 
C. Woods ageney of Eauitable Society 
at Pittshurgh. He was formerly assist- 
ant to the president of the old Woods 
Comnany agency of Eauitable Society. 
Mr. Stevenson is one of the best known 
life insurance men in the city. Until he 
went into war work he was instructor 
in C. L. U. course at University of 
Pittsburgh. 


Dern and Cross Address 
Lincoln National Gathering 


About 35 turned out for the Lincoln 
National Life dinner. Vice - president 
A. L. Dern presided and made a talk in 
which he referred to the handsome 
gains being recorded and Vice-presi- 
dent Cecil F. Cross also spoke. 
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NATIONAL ASsOclATio 
OF UFE UNDERWRITERS 
MEETING 









"We're lucky, we agents of Guarantee Mutual so we aren't 
particularly interested in the report of the agents’ compen- 
sation committee at this meeting. 


"For eight years Guarantec Mutual has been using its 
‘Builders of Men’ agency plan... and it suits us. 


"Over 200 men have entered life insurance work un- 
der this plan and have succeeded. The promotional bonus 
distributed on a regular allocation basis is a honey of an 
idea. No advances, no compromising, no liens on renewal 
accounts, no owing the general agent and that sort of stuff 
which gets an agent down. 


"We're glad our company didn't wait for committee 
action or association pressure before it put that combina- 
tion plan into effect. 


“Of course compensation isn't everything, our two 
weeks home office school is outstanding. You get all the 
needed background material plus the hows and whys of 
and how to organize your time and develop work 

abits. 


"We better get back into the meeting, the next 
speaker is supposed to have a lot on the ball. We'll tell you 
more about it later or better yet, write A. B." 


tee Mutual Life Company 


Organized 1901 


A, NEBRASKA 
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A. B. OLSON, Agency " 
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‘d Day 3rd Day 


Leading Life Offices of Chicago 
N. A. L. U. 54th Anniversary 


) ° The offices listed on this page are leaders 
4-4 A ction ! ! in the life insurance field in Chicago. They 
@ (fh 1s the word that portrays the believe in the National Association and for 
dynamic power which has what it stands, and through this medium 
caused our agency of young extend their cordial greetings to the 54th 
men to develop a Real position annual meeting in Pittsburgh. 


Bem Zig 2 lh? os of Leadership—we Believe in 
Th its power to produce Results. 
h oe 2 


@ 


ROCKWOOD S. EDWARDS 
General Agent 
ZETNA LIFE INSURANCE COMPANY 
120 SOUTH LA SALLE STREET, CHICAGO, ILLINOIS 
: Telephone Andover 1920 


| 


THE PENN MUTUAL LIFE INSURANCE CO. 
JAMES M. ROYER, General Agent 


120 SOUTH LA SALLE STREET CHICAGO, ILLINOIS 





W. A. ALEXANDER & COMPANY 


WADE FETZER, President JOHN H. SHERMAN, Manager 
GENERAL AGENTS of 
THE PENN MUTUAL 
Life Insurance Company 
135 South La Salle Street Franklin 7300 
CHICAGO 


8 e 
Reliance Life Insurance Company 
of Pittsburgh 
ILLINOIS DEPARTMENT 
100 North La Salle Street Telephone: Ran. 6588 
. 


WILLIAM C. PECK, Manager 
Territory: Northern Illinois, Northern Indiana, Eastern Iowa 







SAN FRANCISCO 


THE FULLER AGENCY eee OE MINNEAPOLIS 
The Prudential Insurance Co. MARSH & McLENNAN 


of Amanion We Maintain Specialized Depart- 
Home Office: Newark, N. J. ments for Handling All 


1246 Field Building Subjects of 


Tel. CENtral 3930 Chicago INSURANCE 


164 West Jackson Blvd. 
GEORGE L. SCHOMBURG CHICAGO 


BROOKS FULLER, C.L.U. ‘ : 
Assistant Managers i. tyaaaie “ 


THE The 
EWING AGENCY EQUITABLE LIFE 


PROVIDENT MUTUAL ASSURANCE SOCIETY 


OF THE U. S. 
LIFE INSURANCE COMPANY 


OF PHILADELPHIA . 
Founded 1865 Philip B. Hobbs 
Agency Manager 


Warren V. Woody 
Agency Manager 


Robt. R. Reno, Jr. 


WILLARD EWING W. S. FULLER, Manager 


General Agent 


Phoenix Los Angeles 
Phone Randolph 6088 Agency Manager FORREST R. SHIELDS Pittsburgh Montreal 
Agency Assistant Manager Portland Duluth 
1205 Harris Trust Bldg. 29 So. La Salle St. — uver “Gomes 
8 JAMES A. SHEVLIN oem ll =. 
CHICAGO, REE. CHICAGO Cashier Washington St. Louis 











HOBART & OATES 


Phone State 0633 General Agents for the 208 S. La Salle Street, Chicago 
NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


An agency giving its men thorough training and continuous supervision; the services of a competent statistician; policy- 
holder leads and route lists; commission protection through accepting no brokerage business and no “part-time” agents. 
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SUN LIFE ASSURANCE COMPANY 
of CANADA 


WASHINGTON W. BARRY, C. L. U., 
Manager 
and ASSOCIATES 


10th Floor, Gulf Building 








L. S. BROWN 


PENNSYLVANIA STATE 
GENERAL AGENT 


PAN-AMERICAN LIFE INSURANCE 
COMPANY 


TENTH FLOOR 
ARROTT BUILDING 


PITTSBURGH 

















“An Agency of Accomplishment" 


KENNETH W. CONREY 
and ASSOCIATES 


The Penn Mutual Life Insurance 
Company 


Clark Building 











DONALD W. HOOTON 
General Agent 





—— 


LirFE INSURANCE COMPANY 


OF BOSTON. MASSACHUSETTS 


FARMERS BANK BUILDING 
Phone ATlantic 1212 














Edwin A. Coyle & Associates 
1511 Oliver Building 

















HERBERT H. LINN 
Manager 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 


Home Office, Newark, New Jersey 
2228 Koppers Bldg., Pittsburgh, Pa. 











HAROLD S. BROWNLEE 
C.L. U. 


General Agent 


EQUITABLE LIFE INSURANCE 
COMPANY of lowa 


Suite 912, Oliver Building 








WILLIAM M. DUFF, C. L. U. 


General Agent 


The Equitable Life Assurance 
Society of the U.S. A. 


Suite 322, Frick Building 















G. HAROLD MOORE 
General Agent 


STATE MUTUAL LIFE ASSURANCE 
COMPANY 


1902 Clark Building 
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NORTHWESTERN MUTUAL 
LIFE INSURANCE COMPANY 


ROGER A. CLARK, General Agent 
and Associates 


1801 Clark Building 
























ROBERT L. FELDMAN 


Manager 


UNION MUTUAL LIFE INSURANCE 
COMPANY 


“Thrifty Man’s Insurance Plans” 
Call Atlantic 6513 


Health & Accident Insurance 
Annuities 


1301 Oliver Building 


Life Insurance 














DON PARKER, Inspector of 
Agencies 
and ASSOCIATES 


NEW YORK LIFE INSURANCE 
COMPANY 


Grant Building 











THE WUT 
INSURAK COMP 


THE M. J/REAI 
Gen Agents 
Suite 7k Builk 
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¢ To the heart of the Golden Triangle where the Allegheny and the 
Be) Monongahela flow together to form the mighty Ohio River, the Pitts- 
burgh Association of Life Underwriters welcomes you. 


hile youn Pittsburgh be sure to go to the great city of contrasts of industrial might combined with cultural 
of Mt. \ihgton on the south bank of the Mononga- 
and enji@ panorama—the rivers busy with steam- 
, and baifhe tall buildings, the great mills and fac- 
s worki|top speed to equip our armed forces for 
ry, and \f@lling expanse of hills and valleys. 

the tiple Triangle you can see the historic block- 
> of Fultquesne where the British and French 
gled fafmastery of the West. You can see the 
- on thlegheny River where George Washington 
y lost bi€crossing on the ice. The tall shaft of the 
edral offing of the University of Pittsburgh, the 
ings of l@gie Tech and Duquesne University in the 
nce will®you a full realization of Pittsburgh as a 


pursuits. 

When in Pittsburgh you must by all means visit the 
famous Carnegie Library and Museum, the Cathedral of 
Learning, Mellon Institute, the Steven Collins Foster Memo- 
rial, Forbes Field and Pitt Stadium, the world famous Buhl 
Planetarium and other points of historic and educational 
interest. 

You'll never forget the stirring spectacle of Pittsburgh’s 
famous 35 steel mills along the waterfront at night with the 
lurid flames spouting from their stacks. 

Busy as we are in bringing victory to the United Nations, 
Pittsburgh extends you a cordial welcome so that your visit 
to the Golden Triangle will hold a lasting place among your 
pleasant memories. 











ROBERT N. WADDELL 


General Agent and 
ASSOCIATES 


CONNECTICUT MUTUAL LIFE 
INSURANCE COMPANY 


2nd Floor, Koppers Building 











STEACY E. WEBSTER 
and ASSOCIATES 


General Agent 


PROVIDENT MUTUAL LIFE 
INSURANCE COMPANY 


2900 Koppers Building 











FRANK C. WIGGINTON 
Cc. L. U. 


Agency Manager 
BANKERS LIFE COMPANY 
Suite 2115 Clark Building 
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JOHN T. SHIRLEY 
and ASSOCIATES 
Representing 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY of 
BOSTON 


The First Mutual Life Insurance Company 


STEVENSON AGENCY 
R. Maxwell Stevenson, C. L. U. 
General Agent 


BERKSHIRE LIFE INSURANCE 
COMPANY 


707 First National Bank Building 


MuTUENEFr LIFE 
iSURAM COMPANY 


: M. JIREAM Co. 
Ger Agents 


























Chartered in America — 1835 
1909 Oliver Building 





suite 17lirk Building 





Atlantic 1875 























LAWRENCE C. WOODS, JR. 
Cc. L. U. 


Agency Manager 


THE EQUITABLE LIFE ASSURANCE 
SOCIETY of the UNITED STATES 


Frick Building 
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MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY MANAGER 


JOHN W. YATES 
General Agent for Southern California 


530 W. 6TH ST., LOS ANGELES 


YATES & VAN STRALEN 


General Agents for Northern California 
111 SUTTER ST., SAN FRANCISCO 


Walter B. Furman, €.L.U. 
Asst. Manager 


448 S. HILL ST. 


JACK WHITE, C.L.U. 


H. H. Van Alstine 
Agency Assistant 


THE PRUDENTIAL INSURANCE 
COMPANY OF AMERICA 
Home Office, Newark, New Jersey 


THE UNION CENTRAL LIFE 
INSURANCE CO. 


MARK S. TRUEBLOOD 


Manager 


HENRY E. BELDEN 


Associate Manager 
SOUTHERN CALIFORNIA AND ARIZONA 
609 S. GRAND AVE. LOS ANGELES 








WILMER M. HAMMOND 
GENERAL AGENT 


AETNA LIFE INSURANCE 
COMPANY 


10TH FLOOR, 810 SO. SPRING ST., LOS ANGELES 


WALTER J. STOESSEL 
GENERAL AGENT 


Southern California Agency 








PURELY MUTUAL 


NATIONAL LIFE INSURANCE COMPANY 


Home Office MONTPELIER, VERMONT 
ESTABLISHED 1850 








609 S. GRAND AVE. 


NORTHWESTERN MUTUAL 
LIFE INSURANCE CO. 
8 
MURPHY AND MAGE 


GENERAL AGENTS 
609 S. GRAND AVE. LOS ANGELES 











THE E. A. ELLIS AGENCY 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


523 WEST SIXTH ST. 
LOS ANGELES 


510 W. SIXTH ST. 





W. T. SHEPARD 
GENERAL AGENT 
J. F. HACKMAN 


Associate General Agent 
THE LINCOLN NATIONAL LIFE 
INSURANCE CO. 
“LINK UP WITH THE LINCOLN" 


HAYS & BRADSTREET 


GENERAL AGENTS 
@ 


NEW ENGLAND MUTUAL LIFE 
INSURANCE CoO. 


of Boston 


609 S. GRAND AVE. LOS ANGELES 





PHINEHAS PROUTY, JR. 


GENERAL AGENT 


THE CONNECTICUT MUTUAL LIFE 





INSURANCE COMPANY ° 


WALTER R. HOEFFLIN, JR, 
AGENCY SUPERVISOR 


530 W. 6TH ST., LOS ANGELES 





MELZzAR C. JONES 
BROKERAGE MANAGER 


727 W. SEVENTH ST. 





ROY RAY ROBERTS AGENCY 
GENERAL AGENTS—SOUTHERN CALIFORNIA 


ROY RAY ROBERTS, General Agent 


State Mutual Life Assurance Co. 
of Worcester, Massachusetts 








JAMES H. COWLES 
GENERAL AGENT 
. 


PROVIDENT MUTUAL LIFE 


INSURANCE COMPANY 
609 SO. GRAND AVE. 
LOS ANGELES 
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Mine Host 
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EDWARD M. AIKEN 


Edward M. Aiken, Provident Mutual 
Life, as president of the Pittsburgh 
association received many congratula- 
tions on the way he and his cohorts 
handled the arrangements for the gath- 
ering. 








Guon, Costello and 
Power Headliners 


(Continued from Page 3). 
Underwriters, to which all officers of 
the state associations were invited, and 
the supervisors dinner meeting. 

The registrations at Pittsburgh ex- 
ceeded 1,400, which is regarded as 
thoroughly satisfactory and at least 200 
more than the Pittsburgh people ex- 
pected. As a matter of fact an attend- 
ance of 1,000 would not have been dis- 
appointing. 

For the trustees and officers there is 
another two days of deliberations. The 
new board at that time will set in mo- 
tion projects for the new administration 
and will act upon a program of activity 
that will be recommended by the pro- 
gram committee, headed by Herbert A. 
Hedges, which met here last Saturday. 


Guon Depicts Wage Earner Field 


A broad picture of the sales oppor- 
tunities in the wage-earner field was 
presented by Woolf Guon, Chicago 
manager Metropolitan Life. In point- 
ing out the possibilities for the sale of 
ordinary insurance, Mr. Guon said that 
the people who have been left to the 
industrial agent now need ordinary and 
they have money to pay for it. He pre- 
sented ant suggestions both for ordi- 
nary and debit men in taking advan- 
tage of the present day market. 

Speaking on “Our Opportunity Is 
Now,” John P. Costello, Southwestern 
Life, Dallas, pointed out the many and 
varied fields for writing life insurance 
that exist today, not only in connection 
with war industries and conditions cre- 
ated as a result of the war. but in lines 
of business and family relationships that 
have existed in the past and will con- 
tinue to exist for many years to come 
and in the same fields where the agent 
has been working. He gave numerous 
illustrations of how he hed taken ad- 
vantage of the opportunities in these 
various fields. 


Mutnal Life Has 
Family Assemblage 


The Mutual Life family dinner 
Wednesday evening brought together a 
group of about 75. A. H. Bennell, Pitts- 
burgh manager, was toastmaster, and 
the main talks were given by Execu- 
tive Vice-president A. E. Patterson, and 
Vice-presidents Roger Hull and Julian 

. Myrick. 





Penn Mutual Has 

@ 7 
Big Dinner 

The principal address at the Penn 
Mutual dinner was given by President 
John A. Stevenson. About 75 were pres- 
ent. Wallis Boileau, second vice-presi- 
dent, presided. Other talks were made 
by K. W. Conrey, Pittsburgh general 
agent; Holgar J. Johnson, president of 
the Institute of Life Insurance and for- 
mer Penn Mutual general agent at Pitts- 
burgh; James E. Rutherford, executive 
vice-president of N.A.L.U. and former 
Penn Mutual general agent at Seattle 
and Des Moines; and Ralph Engelsman, 
New York City general agent who is 
now occupying a full time position with 
the Treasury Department. 





23 Local Units in Pa. 
Have Accredited Delegates 


Of the 26 local associations in Penn- 
sylvania 23 were officially represented 
by accredited delegates, most of that 
number having two _ representatives. 
John Bream, executive secretary of the 
Pennsylvania state association, was 
justly proud of that record. 


Able Trustees Retained 











Cc. D. CONNELL 
Provident Mutual, New York 


PHILIP B. HOBBS 
Equitable Society, Chicago 




















The Sun Shines Bright 
In My Old Kentucky Home 
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Truly, the sun of prosperity reflects in Kentucky Home Mutual . . . an aggres 
sive sales organization . . . backed by active home office cooperation . . . liberal 
agency contracts . . . coupled with streamlined sales and prospecting plans. 


Our Agency Program continues to bring many new and well-qualified under- 
writers to our Field Staff. Some good agency openings are available for qualified 
salesmen. Write us today, stating fully your experience and production record. 


LOUISVILLE 


YR VNVAUYXW KENTUCKY 


ELLSWORTH REGENSTEIN 


President | 
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and trouble men think more of home 
and loved ones than in normal times. 
This provides an open door for the un- 
derwriters. I do not know about you 
men and women, but I have not had 
the old one, ‘I do not have the money,’ 
put to me in some time, and when we 
got rid of that one we at least tripled 
our chances to do business.” 

He paid high tribute to those who 
have gone before and many old 
timers who are still in the business. 
Legal reserve life insurance has been 
sold in America for just a bit more 
than a century and the agency system 
has brought the nation’s life insurance 
up to $130,000,000,000. In recalling the 
limitations under which the agent of 
yesterday worked, he pointed out that 
it was only during the later years of 
the century that they had non-medical, 
could sell extensively to women, and 
were able to bring the children of the 
family into the life insurance program, 
yet they made a living in spite of the 
difficulties. 

Tailor Program to Fit Prospect 

“Now we sell life insurance for every 
conceivable life problem and can tailor 
the program to fit the prospect and his 
family exactly,” he said, and there are 
unlimited opportunities in the business 
and corporate fields.” 

He declared that up to 1942 Mr. 
Average American had invested only 
8 cents out of his investment dollar in 
life insurance and the remainder had 
gone into all kinds of speculative in- 
vestments, including real estate. How- 
ever it is certainly a fine compliment 
to life insurance that those 8 cents 
have produced 85 cents of every dollar 
left by Mr. Average American to his 
family. 

“Now just imagine the prosperity for 
all concerned if you and I could per- 


Opportunity in Old Fields 


(Continued from page 8) 


suade Mr. American to invest 30 cents 
of his investment dollar in life insur- 
ance,” he suggested. There would be 
500 billion on the books in short order 
and the underwriters of America would 
have earned over $5% billion in first- 
year commissions. The new premiums 
which we wrote last year amounted to 
only one-third of 1% of our national 
income.” 

Opportunities in Today’s Market 

Reviewing the opportunities in the 
light of today’s market, he said the 
estimated national income for i948 is 
about $145 billions, while life insurance 
in force totals $130 billions. “Now what 
would you think of your next door 
neighbor if he had provided for the 
continuation of less than one year’s in- 
come to his family in the event he 
should be taken from the picture? The 
$412 billion that will be collected in 
first year and renewal premiums on 
life insurance this year will probably 
not represent 3% of our national income 
and we would not have an overinsured 
nation if this figure were 10%.” 

In emphasizing that business is good 
today, that money is plentiful and that 
sales are easier, he said this was 
brought home vividly to him recently 
when three different policyholders asked 
him to come by and pick up some extra 
cash they had. “Each wanted to dis- 
count some premiums while they had 
the money and I was just an errand 
boy on the first two occasions because 
I delivered the money to the home of- 
fice and returned a receipt to the pol- 
icyholder. But before the third man 
called, I woke up and did some figur- 
ing. I was prepared. 

“This time the policyholder wanted 
to discount five years and I asked him 
if he wanted to discount the next five 
or the last five years. This stopped him 


% 











Cecil J. North, second vice-president of Metropolitan Life, and W. W. Hart- 
anne Metropolitan | Life, Hartford, new N. A. L. U. enue. 





oi - asked for an wns: I re- 
plied: ‘By discounting the next five 
years you can save $168 but by dis- 
counting the last five years you can 
save about $1,200’.” 

He was doubtful, of course, and Mr. 
Costello told him: 

“Assuming that my company, 14 
years from now, will accept premiums 
for discount, and I have no reason to 
believe that it will not, I suggest that 
you use this same amount of money re- 
quired to pay the first five premiums 
now to purchase a single premium de- 
ferred annuity and when it matures 14 
years from now, you will have a profit 
of $1,200 above the amount necessary 


to pay the last five years’ premiums.” 

He commented: “You don’t need a 
blue print to see that I got no pay for 
acting as a messenger boy, but that 
Costello the underwriter received a 
commission on the deferred annuity 
and I did my policyholder a favor at 
the same time.” 

In considering the opportunities of 
today he suggested several important 
factors arising out of the war activity 
that should be considered. The war ac- 
centuates the individual’s need for life 
insurance and the public is being edu- 
cated to “buy income” instead of to 
accumulate capital. This is a giant 
stride in the right direction and should 








Fourth Avenue and Smithfield Street, PITTSBURGH, PA. 


Gtcelings 


to All NALU Delegates 


Welcome to our home - office city 


give. 


We hope you will receive all that your Conven- 


tion has to offer and the best that our City can 


May °43 in Pittsburgh be the best NALU 





Convention for every one attending. 
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Buchanan Installed 


As CL.U. President 


At the annual luncheon meeting of 
the American Society of C. L. U. 
Thursday, M. Luther Buchanan of 





M. L. Buchanan Gi. KE. Lackey 


Buchanan’s Estate Service, Boston, rep- 
resenting Union Central Life, was in- 
stalled as president, having been elect- 
ed to that office recently by mail vote. 
He succeeds George E. Lackey, Massa- 
chusetts Mutual Life, Detroit, who pre- 
sided at the luncheon. 

Other officers are James Elton Bragg, 
Guardian Life, New York City, vice- 
president; E. A. Krueger, State Life, 
Indianapolis, reelected treasurer and 
Dr. David McCahan, American College, 
reelected secretary. 

New directors elected are: Ellen M. 
Putnam, Rochester, N. Y.; Gerald L. 
Griffin, Springfield, Mass.; Edward M. 
Aiken, Pittsburgh; Willis J. Milner, 
Jr., Atlanta; Ray E. Flint, St. Louis; 
William S. Leighton, Minneapolis, and 
Nelson F. Davis, San Francisco. Hold- 
over directors are: Alfred C. Duckett, 
H. Cochran Fisher, Clifford H. Orr, 
George L. Buck, Kimbrough L. Dunlap, 
Roland D. Hinkle, Robert E. Olmstead, 
and Warren H. Smith. 





= 


materially increase the average size 
policy. 

The record of life insurance in the 
former world war, he said, shows clearly 
what happens to life insurance sales in 
periods of marked industrial and eco- 
nomic activity. Sales in 1916 amounted 
to $2,900,000,000; in 1918 they were 
$3,600,000,000, while in 1920 they were 
$7,000,000,000. Certainly these figures 
are proof that war brings with it an 
increased desire for the security and 
peace of mind that ownership of life 
insurance brings. He said he did not 
have the figures for the extent of busi- 
ness increase throughout the country 
but that it’s 90% above 1930 in Texas. 

Another important factor that multi- 
plies the opportunity today is the will- 
ingness of the prospect to decide now. 
“My experience has been that if they 
recognize the merit of my plan they 
will give me the ‘go ahead’ sign in half 
ed time they used to,” Mr. Costello 
said. 

“From the standpoint of desirable 
property life insurance occupies a very 
favorable position. When an investor 
first decides what major type invest- 
ment he shall select, and he chooses 
life insurance, his deciding is done. He 
does not have a ‘which’ decision to 
make, as he must if he chooses any 
other route. The ‘what’ decision on life 
imsurance is a sure bet. but there are 
plenty of chances for disaster on the 
Series of ‘whats’ and ‘whiches’ on the 
other routes.” 


Changed Attitude On Thrift 


_ Also of importance both today and 
in the future for life insurance men is 
the change in attitude of American 
people toward thrift. Over 25,000,000 
citizens have learned the joys of sys- 
tematic saving through the purchase 
of war bonds and stamps and many will 
want to continue systematic saving 
after the war. A recentive frame of 
mind on the part of the prospective 
buyer makes a sale 40 to 50% easier.” 
, Among the numerous fields for sell- 
ing that are good now he mentioned 


key man insurance, the large number 
of partnerships that have been formed 
to replace small close corporations, re- 
serve funds for corporations, the wom- 
en’s market, converting some of that 
term sold during the depression, mort- 
gage cancellation insurance and father 
and son partnerships. 

“Key men are like good health, they 
are not appreciated until gone,” he 
said. ‘The manpower shortage has ac- 
centuated the difficulty of replacing key 
men and in this connection we often 
can make an opportunity where other- 
wise one might not exist.” 


Selling Idea Closed Case 


He illustrated this with a case he 
closed, in which the idea was sold and 
life insurance just walked into the 
picture. 

He picked up a brochure on an un- 
usual Dallas enterprise, a close cor- 
poration that has been very successful, 
which revealed that it was a good pros- 
pect for insurance. The firm had just 
borrowed $250,000 by the sale of bonds 
and the booklet revealed its earnings 
then were in excess of $100,000 an- 
nually, which was 14% for the pre- 
ceding year, and it was paying 4% on 
those bonds. 

“T called on the corporation,” Mr. 
Costello said, “and presented the idea 


that two factors make up profit—capi- 
tal and brains or manpower—and that 
the corporation had placed a value of 
4% on its capital by the bonds it had 
sold, which certainly indicated that the 
brains in the corporation were respon- 
sible for the remaining 10 points in the 
net earnings. I pointed out that the firm 
was indemnified against every conceiv- 
able hazard to property, but that it 
had no insurance on its most important 
profit maker—its brains. 


Leads to Even Larger Sale 


“The idea took hold and resulted in 
a nice volume, and that sale led to an 
even larger sale just recently. By this 
time the earnings of the firm had gone 
up to $600,000 annually. This time I 
was making a purely service call, at 
least from outward appearances, but I 
had another idea. I merely wanted to 
know if the firm had ever entered in 
its corporate minutes the purpose for 
which the original policies were pur- 
chased. The officer I was talking to said 
they had not, so I suggested that they 
do so. 

“This corporation is owned by one 
family and each of the five members is 
in complete charge of a particular di- 
vision. Therefore I suggested that they 
break down the corporation income so 
as to show the amount each department 


had earned. My only point in making 
this suggestion was to bring to the at- 
tention of the president, who is the 
principal stockholder, how much profit 
each junior officer was responsible for. 
He was so impressed that shortly a 
large volume of insurance was written 
on the lives of each of the five corpo- 
rate officers, all payable to the corpo- 
ration. And let me remind you here, 
that keeping in touch with old policy- 
holders is a continuing opportunity. 

“T mentioned that there are a large 
number of new partnerships that have 
been formed to succeed close corpora- 
tions and this brings out the thought 
that we can sell the idea of letting our 
companies sign the partner’s widow’s 
check. This opens an excellent oppor- 
tunity for life insurance. 


Case ef Brother-Partners 


“Let me tell you of Frank and Law- 
rence, brothers and partners. Frank be- 
lieved in life insurance and wanted a 
buy-and-sell agreement backed by life 
insurance. Lawrence did not believe in 
life insurance and resented life insur- 
ance solicitations, but he did not resent 
a service call with a few suggestions 
designed to assist him in getting his 
affairs in order before leaving for the 
army. I asked him if he had made a 
will, if he had left his wife a power of 











WILLIAM M. DEWEY 


President 


PHILIP J. WEBER 
Resident Manager 


America’s Distinctive Hotel 





HOST TO MORE INSURANCE CONVENTIONS 
THAN ANY OTHER HOTEL IN THE WORLD! 


More than 126 Insurance Organizations have chosen this unique 
Hotel as their meeting place. Ideally located with all modern facili- 
ties and unexcelled service for your every comfort and convenience, 
it has played the role of the understanding host to the Insurance Fra- 
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attorney and had arranged with Frank 
for disposition of the business should 
he fail to return. He had only the will, 
and he liked the idea of an agreement 
providing for the disposition of the 
business. It was then that Lawrence 
let life insurance walk into his picture.” 

Mr. Costello said corporate taxation 
has opened many new uses -for life in- 
surance and suggested one that is wor- 
thy of further study and may mean 
business. Some corporations find them- 
selves in the uncomfortable position of 
having surplus funds on hand which 
they must dispose of somehow. They 
cannot increase salaries. They cannot 
pay the funds out in dividends because 
their principal stockholders are already 
in the high income tax brackets. They 
lose if they keep the money, becaus2 
of the special tax that is imposed upon 
improper accumulation of surplus. 

However, he said, there is nothing 
to prevent these corporations from pur- 
chasing life insurance on the lives of 
their officers, providing the insurance 
indemnifies the corporation and the 
worth of the men to the business can 
be demonstrated. 


Field for Sales to Women 


He pointed out that 15,000,000 are 
now employed making good wages, and 
they are interested in life insurance. 
He said one man in his agency has 
written 54 “apps” on women this year 
for a total of $160,000 without inter- 
fering with his usual production. 

“When money was tight we sold a 
lot of term insurance,” Mr. Costello 
said. “Now that money is plentiful, we 
have a golden opportunity to go back 
and convert that insurance to a perma- 
nent basis, and that will better serve 
our customers and put additional silver 
in our pocket. 

“A lot of us quit soliciting mortgage 
cancellation insurance when building 
stopped, but I saw some material re- 
cently that proved to me that mortgages 
are still there and that in a large num- 
ber of cases the home owner was not 
able to provide the necessary life in- 
surance when the home was built. He 
has the money now, and that is just 
another example of what I mean when 
I say that the opportunity is now. 

“Here is a peculiar type of partner- 
ship that you may not have regarded 
as such but it is one that requires no 


legal documents, will continue indefi- 
nitely, and which opens a marvelous 
opportunity for life insurance. I refer 
to the partnership of a dad and his 
small son. Every successful father 
wants to see his son succeed and would 
like for him to be able to accumulate 
an estate for his old age. But Alex 
Patterson pointed out recently that 
under present tax conditions a man 
must earn $85,000 each year and have 
normal living expenses in order to leave 
an estate of $100,000 at the end of ten 
years. This means that estate building 
under the old system is impossible for 
most citizens, but if the father goes 
partners with the little fellow on a life 
insurance program he can achieve the 
same end. 

“A glance at your rate book will 
show that you can purchase a $20,000 
..surance income contract that will pay 
$200 montniy Ior ite at age 60 on a 
10-year old boy for $880 per year non- 
participating. If the father will pur- 
chase that insurance now and then let 
his son take it over after he begins 
earning money, he has done one of the 
finest things materially for the boy. 

“If the son waits until he feels his 
earning power is sufficient to purchase 
such a contract, say at age 35, it would 
cost him $1,000 a year, which might 
be more than he could pay even then. 
But he could save $380 per year or $37 
per month on the contract initiated by 
his dad, the $200 monthly income would 
probably equal the spendable income 
from the $100,000 estate which Mr. Pat- 
terson pointed out would be difficult to 
amass. Let’s get out and tell the fath- 
ers of America about this plan.” 


Include Friends of Policyholders 


Mr. Costello suggested that the 
agent’s opportunity should include the 
friends of his policyholders. In three 
instances recently he made sales when 
referred to friends by policyholders. He 
told of one case because it resulted in 
the “Balancing Your Program” idea. 

“T had a letter of introduction to Tom, 
age 30, and he readily discussed life 
insurance, I found that he had $15,000 
of life insurance, some on the 10-year 
and some on the 15-year payment plans 
and the remainder was a 10-year en- 
dowment. Also he had just the week 
before bought an educational policy on 
his youngster, which brought his in- 


surance premiums up to $900 annually. 
He said he was not interested. I com- 
plimented his choice of companies and 
as I headed for the door I said, ‘Mr. 
Prospect, even though you are not in- 
terested in the purchase of additional 
insurance at this time, I’m sure that 


To them we pay this tribute. 


CHICAGO e 


H. R. KENDALL, Chairman 
J. F. RAMEY, Exec. V. Pres. and Sec. 





Join the Insurance Economics Society of America @ 


you will be giving serious consideration 
to balancing your program within the 
near future and when you do I would 
like very much to talk with you.’ 
“That aroused his curiosity and he 
asked for an explanation. I resumed my 
seat and on a sheet of paper I drew 
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a straight line, with age 30 at one end 
and age 70 at the other. I asked him 
to indicate the point where his policies 
would become claims, but of course he 
could not. 

Would Balance Program 


“J then explained to him that should 
he live to an old age his program would 
be very profitable, but that should he 
come to an untimely end, then the in- 
surance would be only 40% of the 
amount that would be provided had he 
selected the ordinary life plan. I sug- 
gested some ordinary insurance to bal- 
ance the program so that regardless 
of when his contract should become 
claims the proceeds would be in pro- 
portion and adequate. This resulted in 
an application for $14,000 of insurance 
and now Tom feels better and I do too. 

“T have sought to point out several 
opportunities for selling today, and 
some of you may have the idea that I 
am saying that these opportunities are 
good only in new markets, that you 
should start prospecting in new fields. 
Such is not the case. I believe that all 
of these opportunities can be best ex- 
ploited in the same fields where you 
have been developing your business in 
the past. The merchants you have been 
patronizing, your druggist, lawyer, 
banker and laundryman have more 
money today, and they are in a recep- 
tive mood. 


Uncertainty in War Picture 


“One of the serious handicaps today 
is the uncertainty that many of you 
feel as to the essentiality of life insur- 
ance selling in the war picture. This 
uncertainty comes from the confusing 
and contradictory statements coming 
from some swivel chair bureaucrats who 
have no understanding as to the im- 
portance of life underwriting or not 
much else for that matter. 

“They will tell you that life insurance 
is essential but that the life under- 
writer is not, and the man who came up 
with that one could be no sillier were 
he to say that drug stores are essen- 
tial but that doctors are not. Isn’t it 
true that the life underwriter writes 
the prescription for the solution of life’s 
problems for fulfillment by the life in- 
surance companies, just as the doctor 
writes the prescriptions for ailments 
of mankind for filling at the drug 
store ? 


Great Factor in Morale 


“The war is being fought on two 

fronts—the home front and the battle 
front. The morale on the home front is 
as important as on the battle front, be- 
cause history proves that more na- 
tions collapse from within than from 
assault from without. The life under- 
writer plays a leading role on the home 
front. 
_ “No other group can have a greater 
influence on the morale of the nation 
than the life underwriters. They are 
meeting and dealing with probably 
4,000,000 men and women every week. 
The potential power of the life agent 
and his effect upon victory or defeat is 
enormous. A man who doubts the fu- 
ture is not a prospect for life insur- 
ance. Your production the past several 
months proves the morale building job 
that you have been doing, because you 
first had to restore the people’s confi- 
dence in themselves and in the future, 
before you could have sold the insur- 
ance, 





Ralph Kastner Brings 
A.L.C. Greeting 


Ralph H. Kastner, associate general 
counsel of the American Life Conven- 
tion, was scheduled to present greet- 
ings from that organization at the first 
Session on behalf of W. C. Schuppel, 
Oregon Mutual Life, A.L.C. president, 
who was an active member of the Na- 
tional association for many years. Be- 
cause his train was an hour late, Mr. 
Kastner did not arrive in time to ap- 
pear at the Wednesday session, but 
was introduced at the opening of the 
Thursday morning session. 


Travelers Honors 


Parsons, Howson 


About 35 attended the Travelers 
dinner Wednesday evening at which 
Harold S. Parsons and Charles How- 
son were honored. Mr. Parsons is the 
million dollar producer for Travelers 
at Los Angeles, who was one of the 
speakers at the general session Wed- 
nesday and who is a newly elected 
member of the million dollar round 
table executive committee. Mr. How- 
son is the other Travelers man who 
is a member of the round table. His 
headquarters are Memphis. 

E. Armstrong, vice-president, 
presided. John Marshall Holcombe, Jr., 
manager Sales Research Bureau, and 
A. Gordon Nairn of the Canadian Life 
Underwriters Association were special 
guests. Mr. Nairn had the group in 
stitches with a series of stories. 





Birthday Party for Cassidy 


Pacific Mutual Life gave a cocktail 
party for H. Kenneth Cassidy, San 
Francisco general agent, Tuesday aft- 
ernoon. W. M. Rothermael, vice-presi- 
dent, was in charge of hospitality. That 
was Mr. Cassidy’s birthday. 





G. Harold Moore, State Mutual, Pittsburgh, chairman president’s reception 
and ball committee; Donald Hooton, John Hancock, Pittsburgh, sergeant-at-arms, 
and Paul F. Clark, vice-president John Hancock, former N. A. L. U. president, 
and 1943 convention speaker. 
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President Herbert A. Hedges and the first lady of the National association, 


Mrs. Hedges. 


(Continued from page 4) 

ments for an interview with the bread- 
winner. He should commence the day’s 
work about 9:30 each morning. As a 
start, five appointments a day is a rea- 
sonable quota. He can develop a good 
approach through the social security 
law to gain an entrance into these 
homes. 


Effective Sales Approach 


Mr. Guon suggested this approach: 
“Good morning. I am Mr. Jones of the 
Blank Insurance Co. I am here to see 
your husband to explain his rights and 
benefits under the federal social secur- 
ity act. What time will he be at home? 
6:00 o’clock? Fine! Tell him I'll call 
about 7 tonight.” 

This may sound simple but it gets 
interviews most of the time. Ordinary 
men will enjoy many more experi- 
ences in this work and they will find 
opportunities for rendering many serv- 
1ces. 

“We have found it to be wise in the 
first interview with the breadwinner, 
after informing him generally about his 
social security benefits, to suggest that 
he name his children as_ secondary 
beneficiaries in his present policies,” 
Mr. Guon explained. “We don’t neces- 
sarily discuss optional modes of settle- 
ment or try to make a sale of new 
insurance at this time. On the second 
call, when the policies are delivered 
with the secondary beneficiary includ- 
ed, we suggest that the policy be pay- 
able in monthly instalments. Then we 
supplement the discussion of social se- 
curity by including its benefits in the 
proposal. 

“This may not be a perfect method 
but it has worked for us and it may 
work for you. In the final analysis, the 


Wage Earner Market Analyzed 


success or failure of any plan is not 
how good or bad it is theoretically, it 
is merely whether you use it. Any 
method will produce if you use it con- 
sistently and persistently. 

“Fit existing insurance into the in- 
sured’s program. In this way you es- 
tablish the policyholder’s faith in you 
and in the institution of life insurance. 


“You might suggest $600 or $700 of 
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his industrial insurance to be paid in a 
lump sum as a clean-up fund. Then 
combine with social security, a moder- 
ate income for as long as_ possible, 
depending upon the amount of insur- 
ance the prospect is able to buy. Don’t 
overload him. Build gradually accord- 
ing to his real insurance needs and 
you will have not only good business, 
but a policyholder who will readily 
recommend you to his relatives and 
friends.” 

With this modest beginning, and 
with the endless chain of obtaining new 
prospects, the ordinary agent will soon 
find that two or three days a week is 
not enough to take care of his calls 
among the industrial workers. Some in- 
terviews will involve only a service to 
be rendered. Some will result in very 
small sales, perhaps $1000 or $1500 on 
the breadwinner or a policy for his 
wife or the children. In many cases the 
results will be more favorable. In some 
cases they will be surprisingly good, 
Mr. Guon predicted. 


STICK TO PROGRAM 


“Your biggest problem will be in 
making yourself stick to your program 
of canvassing daily, and to spend the 
time allotted. Being new in this field 
you will of course meet with many dis- 
appointments and hardships. Occasion- 
ally you will become discouraged. All 
agents have had this experience. But 
you will admit the experiences are in- 
teresting and satisfying.” 

The wage earner field is large. It 
numbers many millions. The people do 
not require a service that will take 
much of the agent’s time. In direct pro- 
portion the amount of compensation 
for each interview is less than on larg- 
er cases. However, an agent will find 
that he has worked harder, given serv- 
ice to a great many more policyhold- 
ers than ever before, and that he has 
earned more than ever before. Fur- 








thermore, he will find his income more 
regular, and he will never doubt its 
continuance. 

That there is a need for the sale of 
industrial insurance today is well 
known by these men who work in the 
field, Mr. Guon declared. There may 
still be some people who are opposed 
to industrial insurance. This is because 
they do not understand industrial in- 
surance and circumstances and wishes 
of the industrial prospect. They should 
accept the C.L.U. creed, that the wel- 
fare of the client is to be placed before 
the commission return to the under- 
writer. Only through industrial insur- 
ance can millions of families provide 
freedom from worry that unexpected 
death brings to the breadwinner or a 
member of his family. 


Who Needs Industrial 


Mr. Guon outlined the types of people 

who are still industrial risks as: 

1. Those who feel they do not need and 
will not buy $1000 of insurance. 

2. Those who can and will pay for in- 
surance only on a weekly basis. 

3. Those who want only a small addi- 
tional amount of insurance. 

4. Those who want a small policy on 
the lives of their children. 

5. Those who desire a small amount of 
insurance protection on their de- 
pendent parents. 


“Fortunately, industrial insurance 
gives these people the opportunity to 
own the amount of protection they think 
they need, and to pay for it in the only 
manner that will keep the insurance in 
benefit—on a weekly basis collected 
regularly in their own homes. And re- 
member, too, that considering the serv- 
ices rendered industrial insurance is 
not costly.” 

Needs in the industrial field are 
changing today as much as in the or- 
dinary field, Mr. Guon pointed out. An 
industrial risk with $300 to $500 of in- 
surance now finds this sum inadequate 




















Soldiers of Security! 


“Our hats are off “ 
to the vahant 
guards of the 


American Home— 


the Life 


THE MIDLAND MUTUAL 
LIFE INSURANCE COMPANY 


580 EAST BROAD STREET 
COLUMBUS, OHIO 


Underwriters! 




















BOND § 




















26 THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION 3rd Day 





approach to use to make this sale? 

2. Is there a need for additional ip. 
surance on the children who are now 
wage earners? What are their ages 
compared to the age when their present 
policy was issued? 

3. Is the mother working? Perhaps 
she would be willing to save some of 
her earnings in an endowment policy. 

4. Is the insurance properly bal- 
anced, and with the correct plan on each 
member of the family? 

5. Are there dependent parents liy- 
ing with the family for whose expense 
the wage earner will be responsible in 
event of death? The wage earner may 
have other dependents who don’t live 
with him, but whose final expense he 
must share. He doesn’t overlook sug- 
gesting insurance in these cases. 


to carry out the purpose for which he 
bought it; $100 to $200 of insurance on 
growing children is not sufficient. This 
large group is entitled to the best ef- 
forts of the debit agent which requires 
him to formulate a planned program 
of service and of canvassing. In giving 
daily regular service to these policy- 
holders, an agent wins their respect 
and confidence. 


DEBIT MAN’S WORK 


In explaining how the successful deb- 
it man works, Mr. Guon said their 
greatest source of prospects is the col- 
lection book. It contains the name, ad- 
dress, age, amount and plan of insur- 
ance of between 200 and 400 families. 
These are satisfied policyholders who 
believe in life insurance and have par- 
ticular faith in their company. Most of 
them. are in need of additional protec- 
tion because of changed circumstances 
within the past two years. 

When the debit agent completes his 








Increase in Earnings 


6. Has there been a large increase 
in family earnings? If so, then they 
are in a position to buy the insurance 
they have needed so badly but couldn’t 
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insurance wishing to leave the entire 
amount for a readjustment period who 
cannot pay for an additional $1000 are 
prospects for $500 industrial for a 
cleanup fund or burial expenses. 





ORDINARY NEEDS 


In pointing how the successful debit 
agent finds many new sales opportuni- 
ties to write ordinary, Mr. Guon said 
that young women who have only in- 
dustrial insurance on their lives and 
are working, can now afford an ordi- 
nary policy. The additional protection is 
needed and the policy will provide sav- 
ings for a rainy day. A survey in his 
office shows that young women have 
replaced in good measure, as prospects, 
the young men in the armed services. 
His office’s production in ordinary sales 
on young women has more than dou- 
bled. 

Boys between the ages of 14 and 17 
who are working are now ordinary 
risks and there is not much sales re- 
sistance if they have some earnings. 
They will eventually own larger 
amounts of insurance and an early star* 
at low premium rates is attractive. 
Social Security Points Way 

The family head who owns only in- 
dustrial insurance can be made income 
conscious by showing him the monthly 
income his family will derive from so- 
cial security in event of his early 
death. He becomes appreciative of the 
need for a more substantial family in- 
come, which in his case is available 
only through life insurance. His indus- 
trial insurance is usually sufficient for 
immediate expenses. The agent points 
out that the social security benefits 
alone will not be sufficient to provide 
the necessities of life for his family. 

If the prospect’s widow tried to sup- 
plement this income by working, his 
children would be deprived of their 
mother’s care. Furthermore, she would 





lose her share of the social security 
income if her earnings were more than 
$1500 a month. No man wants his wife 
to lose the benefits he is paying for. 
These simple facts bring out clearly 
the need for additional income which 
he can obtain only through life insur- 
ance. Adding the cash value of this new 
policy to the social security benefit for 
himself at age 65, presents a very at- 
tractive proposition for a man who prob- 
ably gave up all hope for a compe- 
tence in old age. 


Housewives Have Money 


The extra money earned by the 
American housewife working in war 
plants affords her an opportunity to 
buy insurance she has always needed. 
If she isn’t interested in a policy on her 
own life, she may be interested in more 
insurance for the main breadwinner or 
other members of her family, Mr. Guon 
stated. The best time to approach the 
subject is when she is earning this ex- 
tra money. 

There are also policyholders who 
have their insurance payable under the 
options and realize that their programs 
need revision. Several years ago the 
breadwinner considered @ $500 lump 
sum settlement and $75 a month in- 
come for his family as sufficient in 
amount. Today he agrees it is not 
enough—that the income should be 
larger. 


New People In District 


Opportunity for increased wages has 
caused a migration of the population. 
Earning larger incomes, people who 
have moved into our debits are good 
prospects. Of course it is necessary to 
get acquainted with them as quickly as 
possible. They appreciate a friendly 
welcome. The best way to get acquaint- 
ed is through a neighbor who is a pol- 
icyholder. She readily gives all the in- 
formation needed about the new family. 
When the agent makes his introductory 
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call on the new family, he refers to the 
policyholder as a mutual friend. In 
some cases he cannot get this kind of 
an informal introduction. That is no 
particular handicap. He knocks on the 
door of this new family and introduces 
himself. Sometimes the reward is sur- 
prising. “I have placed $30,000 in one 
family, whom I met in this manner,” 
Mr. Guon related. 

Most of the policies on an average 
debit are in the amount of $1000, $2000 
and $3000, Mr. Guon reported. “They 
total billions of insurance. Generally 
they are payable in a lump sum. Most 
of them have only an original benefi- 
ciary named. It does not take much 
imagination to realize the great serv- 
ice and the wonderful opportunity this 
picture presents. Fortunately the debit 
agent has the complete record of those 
policyholders who are insured with his 
company that reside in his debit. The 
need to name contingent beneficiaries 
and arrange the payment of the poli- 
cies under the options, considering the 
social security benefits is evident.” 

The percentage of all policies under 
income settlements is low, Mr. Guon 
stated in urging the desirability of pro- 
gramming. “It is very low among pol- 
icyholders who own less than $5000 of 
insurance. It is among these that the 
increase in income has recently been 


so high. It appears likely that the in- 
come of this group will remain com- 
paratively high. Here, pioneering is nec- 
essary to educate them in the benefits 
of income settlement for their families. 
Debit agents have the inside track. Will 
they keep it by doing the job now? 
Agents of purely ordinary companies 
will step in the picture soon, as their 
source of prospects must now also come 
from this field. Fortunately, there is 
room for all of us.” 


Award for Best Article 


At the Friday morning session, Max- 
well Stevenson, Pittsburgh manager of 
Berkshire Life and chairman of the 
N.A.L.U.—Research Bureau advisory 
committee, announced the award made 
by the Sales Research Bureau for the 
outstanding article published in Man- 
ager’s Magazine the past year. The 
selection was made by Mr. Stevenson’s 
committee in collaboration with a group 
of selected managers. 

The winner of the award for 1943 is 
Walter J. Stoessel, National Life of 
Vermont, Los Angeles, for his article, 
“Sound Our Trumpets.” Honorable men- 
tion was given to the article, “Planning 
and Objectives,” by Frederick A. Schnell, 
Penn Mutual Life, Peoria, Il. 
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time economy. Once the magnitude of 
the task before us is realized, all doubt 
as to the need of our preparing now to 
win the peace should be liquidated. At 
least so it seems to the members of 
our Committee for Economic Develop- 
ment. 


Two Conclusions Inescapable 


“We believe that once the facts are 
faced, two conclusions are inescapable: 

“1. Individual enterprises must start 
now to plan their own post-war prod- 
ucts and post-war markets. 

“2. The economic ‘climate’ in the post- 
war period must be favorable to the 
expansion of enterprise. Not only these 
policies adopted as war measures bu: 
all policies of government, business and 
labor that stifle initiative and interfere 
with expanding production and employ- 
ment must be changed.” 

Then he told how the C.E.D. proposes 
to make its contribution. He said he 
first has no confidence whatever in the 
ability of any agency—public or private 
—to make over-all plans for our eco- 
nomic system, or far our business pro- 
gram. “However, I do have the highest 
confidence in the ability of individual 
businessmen to plan for the future of 
their own businesses. In my opinion the 
initiative and resourcefulness of the in- 
dividual enterprisers in this country 
constitute one of our greatest national 
resources. The problem is properly to 
develop this great resource, to stimu- 
late hard thinking on the part of these 
entrepreneurs.” 


How C. E. D. Operates 


He outlined the background and or- 
ganization of the Committee for Eco- 
nomic Development, and especially the 
work of its field development division, 
which has the responsibility of stimu- 
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THE CAPITOL LIFE INSURANCE COMPANY 
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lating, encouraging and helping indi- 
vidual enterprise in planning their 
programs of products and marketing 
for the postwar period. With more than 
3,000,000 individual businesses in the 
United States, that is a rather formid- 
able task. Of these about 1,000,000 are 
one-man concerns, There are 1,850,000 
that employ from one to eight people 
and 150,000, from nine on up. Approxi- 
mately 500 concerns can be classified 
as large employers. Theoretically, he 
said, the efforts of the field develop- 
ment division might be directed toward 
the limited group of large employers, 
but actually, it would be a tragic mis- 
take if this were done. The smaller 
businesses provide many millions with 
their livelihood. Furthermore, it is these 
smaller businesses which most need en- 
couragement and help in getting their 
programs under way. It seems extreme- 
ly important to the members of the 
committee that all possible cooperation 
be extended to them, not for emotional 
reasons, not as a matter of charity or 
philanthropy, but because they are es- 
sential to the country. “One thing is 
certain—these employers, large and 
small, are the shock troops on whom 
we must rely to plan for and obtain 
that sharp increase in gross output 
which will in turn provide the high level 
employment that must prevail.” 

The Department of Commerce techni- 
cians are also collaborating with this 
group. 


Distributing Planning Information 


To distribute postwar planning in- 
formation as widely as possible calls for 
a carefully conceived campaign. From 
an organizational standpoint, Mr. Hoff- 
man said, the setting up of local com- 
mittees for economic development pre- 
sents the greatest difficulty but perhaps 
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UNCLE SAM—Sub-Agent 


Newspapers, magazines, radio — all the media of pub- 
licity a powerful government can organize are today fur- 
thering efforts to guide the bountiful flow of American 
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delphia — learn first hand how the reputation of "the 
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holds the greatest promise. The C.E.D. 
urges that these committees collabo- 
rate and work through existing com- 
munity organizations. The eventual goal 
is approximately 1,000 local committees. 
To date nearly 700 have been organized. 

Mr. Hoffman said the committee’s 
faith in the initiative and resourceful- 
ness of the American business man has 
already been justified. “Every day we 
are getting more and more reports of 
successful application of that initiative 
and resourcefulness to the immediate 
problems of postwar planning.” 

In conclusion, Mr. Hoffman declared 
“the prospect is agonizing—and hope- 
ful and inspiring. It is hopeful because 
peace, when it comes, will find a huge 
pentup need and desire for goods—and 
many billions of dollars of savings 
available to permit people to translate 
their desire into buying demand. Indus- 
try’s problem will be to meet the de- 
mand, not to create it. The prospect 
is inspiring because, as Don Nelson puts 
it, we are on the edge of a new world, 
and what a chance we have to make 
that a better world than ever known 
to date—the kind of world that’s really 
worth fighting for.” 


Field Cooperation Group’s 
Report Viewed by Hobbs 
(Continued from page 4) 


surance companies,” it was pointed out. 
“They are our chief contact with the 
public and with our policyholders. The 
nation’s opinion of life insurance, in 
general, and of our companies, in par- 
ticular, has been and will be molded by 
the men and women who carry the 
ratebook.” 

Today, on every side, these agents 
are beset by new, difficult problems and 
economic influences. The war has 
brought a readjustment of incomes, cre- 
ated new situations that the agent in 
the past has scarcely known. His patri- 


otism has welled up within him and 
he constantly weighs the relative im- 
portance of his job during wartime. 
Living costs have advanced; priorities 
have limited his ability to cover his 
territory; taxes are higher and chang- 
ing; discussion of social insurance af- 
fect his thinking; his markets have 
shifted sharply; his operations are af- 
fected by somewhat slower service in 
home office and agency; workers are 
busier—harder to see; there is the 
medical examiner problem, and there 
are scores of obstacles in his path to- 
day that are new and difficult. 


Know How to Face Difficulties 


Fortunately, life insurance field men 
know how to face new problems. Their 
lives are filled with action, and their 
jobs built through thoughtful initiative. 
They are not accustomed to 9-5 busi- 
ness hours or easily discouraged by dis- 
turbances in their routine. But they 
are not ironmen. They need the help, 
encouragement and strong leadership 
which their companies can give, Mr. 
Hobbs emphasized. 

To present a composite answer to 
what companies are doing to aid the 
agents, the committee sought the co- 
operation of the chief executives of 
United States and Canadian life com- 
panies, not only to determine what has 
been done, but to develop suggestions 
as to what may further be done. 

In answer to a letter sent to chief 
executives of 192 companies asking for 
their assistance, a wealth of evidence 
was received, showing widespread rec- 
ognition of the need for helping to 
solve the problems of the field under- 
writers. The activities of these com- 
panies were summarized in a report, not 
editorially or colored with opinions but 
just as they were given. Some are ap- 
plicable to all companies, some are not. 
Some of them have been used for years, 
others are refreshingly new! 

The results are extremely gratifying 
to the committee. They demonstrate 
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that today’s activities by American life 
companies in furnishing leadership to 
their field forces, giving freely each to 
the other in the interest of agent and 
policyholder. 


Desire to Aid Agents 


From the committee’s inception, the 
Life Presidents Association, the Ameri- 
can Life Convention and their member 
companies have indicated their keen 
desire to aid agency forces and the pub- 
lic, Mr. Hobbs emphasized. “They are 
aware and have been aware of our 
problems. They do seek to aid each 
other and to aid us in bringing about 
their solution.” 

To determine how chief executives 
use this report, responses will be stud- 
ied so that ideas and suggestions on 
practical uses for the book may be ex- 
changed. 


Pool Experience 


Through the report, placed in the 
hands of 192 senior executives, the solu- 
tions to many war time problems have 
been pooled for the benefit of all. “We 
think this report documents the oral 
tradition of the importance of the agent 
as the company’s greatest asset and first 
line of defense,” Mr. Hobbs declared. 
“It shows our business, the institution 
of life insurance as one force united; 
home office agent and policyholder con- 
ducting a combined operation ‘Geared 
for Victory’ to the great good of our 
nation.” 





“Kit” Carson’s Famous Son 


E. L. Carson, Milwaukee manager of 
Equitable Society, left the Presidents’ 
reception and ball Wednesday evening 
long enough to listen to the Jack Car- 
son show on the radio featuring Ann 
Sheridan. Jack Carson is the cele- 
brated son of E. L. “Kit” Carson. His 
show goes on each Wednesday evening 
at 9 p.m. Eastern war time. Next 
week the guest star is Jane Withers. 


Pension Trusts Offer 
Great Opportunities 
At Present Time 


There are two principal reasons for 
the accelerated interest in pension 
trusts or employe benefit plans, Lor- 
raine L. Sinton, Mutual Benefit Life, 
Chicago, pointed out before the Women 
Underwriters Section. Social security 
has made the country income conscious. 
Inasmuch as social security provisions 
are based on the first $3,000 a year an 
employe earns, many firms are inter- 
ested in making additional provision 
for more highly paid employes and key 
executives. Such pension plans aid in 
retaining key employes and facilitate 
the retirement of over-age executives. 
Realistic managements are asking for 
plans that will automatically retire 
every executive at a pre-determined 
age. 

Taxes Major Problem 


Taxes which have become a major 
problem have also been a stimulating 
factor in pension trust sales, Miss Sin- 
ton declared. Management recognizes 
that individuals with at least 3le of 
each net earned dollar withheld for in- 
come tax, social security, war bond 
buying, now have little surplus over 
taxes to make normal retirement pro- 
vision for themselves or provide ad- 
ditional security for their families. 
Since a properly formed employes trust 
pension or profit-sharing or stock bonus 
may receive money free to current tax 
to the employe, which contribution is 
chargeable as a business expense by 
the employer before income tax is com- 
puted, it is recognized that the govern- 
ment is a partner is providing the 
benefits outlined in the trust plan to 
the extent that corporation and _ indi- 
vidual income taxes are waived. If the 
corporation is in the excess profits tax 
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bracket, the net cost to the company is 
very small indeed. 

There are pension plans that should 
never have been sold because they are 
primarily tax evasion schemes, Miss 
Sinton declared. “Such plans are bound 
to have bad repercussions on employe’s 
morale after the war, especially if 
many employes were excluded or the 
plan unfairly favored stockholders or 
if it is discontinued at the slightest 
drop in business. What the home offices 
object to are the abuses—not the legit- 
imate uses of the pension idea. In our 
agency, we supplement discussion of 
ideas with exact figures, rather com- 
prehensively tabulated. We insist that 
the employer’s attorney share with us 
responsibility for advising on the plan. 
An opening in the nature of an ap- 
proach may be learned by underwriters 
who feel their contacts for this type of 
business are too limited to justify the 
technical knowledge demanded. If in- 
terest in a pension trust plan develops 
from this approach, experienced assis- 
tance is called in, on a shared com- 
mission basis. 


“Business life insurance is surely 
here to stay; indirect buying of life 
insurance with the business dollar be- 
cause of social conditions and taxes, is 
here to stay,” Miss Sinton emphasized. 


Sales Approach Must 
Be Attuned to Current 
Trends, Mrs. Joseph Says 


With the ever-increasing changes 
created by the war, the old sign-posts 
can no longer be relied upon and new 
ideas and methods must be developed 
in securing prospects and increasing 
production, Mrs. Lillian L. Joseph, 
Home Life of New York, New York 
City, declared before the Women Up.- 
derwriters Section. 


Sales approaches which have been 
effective in the past must be revamped 
and attuned to current trends, Mrs, 
Joseph emphasized. For example, she 
approached a woman prospect on the 
ground that people are now happy to 
sacrifice on meatless days, etc., but “do 
you suppose you could be happy in 
thinking that you might be penniless 
one day?” 


To remain independent, a woman 
must pension herself, she must allo- 
cate present dollars to bring her preci- 
ous dollars in the future, Mrs. Joseph 
tells her prospects. However, the “long- 
er you wait, the more money it will 
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take to consummate the program.” If 
the prospect isn’t able to complete her 
pension program at once, Mrs. Joseph 
urges her to start on some basis. 

“Women underwriters have no mer- 
chandising shortage, no delivery prob- 
lems and fewer competitors—so let’s 
resolve to band together and prove the 
miracles that life insurance performs,” 
she declared. 





Treasury Regulation 


Gives Good Approach 


Corinne V. Loomis, associate general 
agent of John Hancock Mutual Life, 
Boston, told the women’s session that 
using the 1943 Treasury regulations 
constitutes the most effective approach 
she has used this year. It has been 
applied only to referred leads: 

“Mr. Erbb, do you realize that the 
new Treasury regulation increases the 
spendable dollars of your life insur- 
ance?” 

“No, I don’t know what you mean.” 

“The Treasury Department has ruled 
that when insurance proceeds are pay- 
able under option settlements selected 
by you whereby your beneficiary re- 
ceives regular instalments for life or 
for a definite period of time, this in- 
come is entirely exempt from income 
tax, provided the agreement conforms 
to regulations set forth in such ruling. 
Mr. Erbb, you can increase the value 
of your insurance to your heirs, on the 
average, anywhere from 10% to 25% 
or better, if you make use of this new 
Treasury regulation.” 

Continuing, she said: “Of course this 
is only an opener. The program you 
build from there depends entirely upon 
Mr. Erbb’s circumstances and what he 
himself wants to accomplish, but it is 
a keen approach, and it works.” 

Miss Loomis puts in not more than 
three or four days a month of her time 
in personal production and says she 


often wonders how it happens that she 
sells anything on the time she can allot 
for personal production. However, she 
quoted Paul Clark as saying: “Don’t 
ever give up your personal production, 
because, if you do, you will reduce your 
power to recruit and lose your ability 
to analyze and show your associates 
how to develop their aptitudes for sell- 
ing.’ 


Analyzes Five Sales 


In order to see what actually hap- 
pened in a specific number of sales, 
she took the last five she had made in 
the past four months. The average sale 
was high. Two of them were old 
policyholders; two were referred by 
policyholders and the fifth was a per- 
son who had just qualified under a pen- 
sion case—one of the first pension cases 
she ever sold. This case really began 
in 1927, when she sold personal insur- 
ance to the chairman of the board. 
Later, in 1937, she sold to the corpora- 
tion key-man insurance on this woman’s 
life. In 1938, the corporation bought 
the pension plan and last July she sold 
a person who had just qualified for the 
pension plan. 

“You know that the change in a situ- 
ation is the fundamental thing that 
produces a prospect,” Miss Loomis said. 
“Change in a situation produced each 
one of these prospects. In the first in- 
stance, it was profit from the sale of 
a business; in the second, the corpora- 
tion was making more money than ever 
before; third, same cause; fourth, new 
job; fifth, as I have said, qualified for 
the pension. 

“There is no more futile way to 
waste time than by calling on a per- 
son who hasn’t the money to buy your 
product. There is more money in the 
country today than ever before. I have 
proven it to my satisfaction by the fact 
that my average case is larger than 
ever. You can prove it to your satisfac- 
tion if you will use the fundamentals 
and prospect intelligently all the time.” 
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Just a few pews away sits Bill Brown, the man 
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Six Sources of 
Women Buyers 
Pointed Out 


Six sources of women prospects to 
whom the idea of programming will 
appeal were outlined by Anna L. Wis- 
well, Penn Mutual home office agency, 
Philadelphia, before the Women Under- 
writers Section. 

One of the best sources are the no- 
tices of grants of letters testamentary 
published in legal papers. These give 
the name of the deceased, where death 
occurred, the amount of both personal 
and real estate, name of attorney and 
the name and address of the executor, 
administrator, etc. This information 
opens up a group of women who find 
themselves faced with problems the 
like of which most of them never even 
imagined. “Attorneys and trust men 
usually take much for granted and a 
woman burdened with grief and anxiety 
accepts many things she does not un- 
derstand and no matter how fine her 
attorney or trust officer may be he nat- 
urally assumes she will accept his ad- 
vice without question,” Miss Wiswell 
explained. “Please do not think for a 
moment I am disparaging either group 
—I was a trust officer myself once, but 
they are busy men and we all know 
women can be very trying to deal with.” 


Can Gain Confidence 


The underwriter who is armed with 
the knowledge of such matters can 
gain the confidence of a woman and 
go with her to the bank or the attorney 
and help her plan her course of action; 
recommend life insurance or annuities 
to solve many specific problems, Miss 
Wiswell pointed out. 

From this same source come the chil- 
dren or other members of the family, 
friends, etc. While this source of pros- 
pects is difficult to start, it is much 
worthwhile not only from a new busi- 


ness point of view but from that of a 
good job of service for others. 

Notices of sale of real estate where 
a woman is one of the principals pro- 
vide another prospect source. If the 
woman is the purchaser she may need 
mortgage coverage, budget planning 
and a general revision of her invest- 
ment program. If she is the seller she 
will have money and a problem of rein- 
vestment. 

The wife of a professional man who 
has little time for financial matters 
makes a good prospect. It is possible 
to develop programs for both her and 
her husband and in many cases for 
other members of the family. 

Friends and acquaintances of your 
policyholders are one of the best sources 
of business. 


Business Woman Good Source 


The business or professional woman 
who has some savings invested or ex- 
pects an inheritance or perhaps has 
nothing except her earnings makes an 
excellent prospect, Miss Wiswell point- 
ed out. “Here we may rearrange the 
whole program, putting it on a sounder 
basis so that she may plan ahead and 
know how much may be expected. Or 
perhaps we may have to start her on 
a new course of action completely al- 
though this course will of necessity be 
very simple.” 

Another good type of prospect is the 
woman who is a partner in a business, 
active or silent, an officer or shareholder 
in a small close corporation. She is 
often most grateful for help in plan- 
ning ahead in this way. 


Plan in Advance 


In approaching these people “we must 
keep in mind again the whole idea of 
programming—a course of action plan- 
ned in advance. Be on the alert to 
watch where this idea can be fitted and 
in so doing you will find others where 
different ideas may fit,” Miss Wiswell 
declared. 
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This little piggie was left out! But there’s nothing left out of the new 
and timely combination offered by Security Mutual. With Life and 
ESSENTIAL DISABILITY coverages provided in one package, your 
assured can secure utmost protection at minimum cost. Don't delay in 
writing for complete details and sample contracts. 


Security MUTUAL LIFE 


INSURANCE COMPANY 


«INCORPORATED 1886 


Binghamton, New York 


FREDERICK D. RUSSELL, PRESIDENT 











has created 
SOME UNUSUAL 


AGENCY OPPORTUNITIES 


in 
COLORADO 
KANSAS, MISSOURI 

OKLAHOMA, NEBRASKA 

MINNESOTA, MONTANA 

IOWA, WYOMING 

NORTH & SOUTH DAKOTA 
TEXAS IN NEAR FUTURE 


New Business Volume is up at 


NATIONAL RESERVE LIFE 
INSURANCE CO. 


Topeka, Kansas 
and 


POLICYHOLDER’S NATIONAL 
LIFE INSURANCE COMPANY 
Sioux Falls South Dakota 


— “ASSOCIATED COMPANIES”’ — 
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WE PAY TRIBUTE 


TO THE 


LIFE UNDERWRITER 


“Defender of Home and Nation” 






In these days of total war, every conscientious life underwriter has dedicated his every effort to the gigantic 


job of keeping intact the American home, and thus maintaining the social and economic equilibrium of the 
nation. To him should go a special tribute—and special encouragement too, because lack of public understanding 
of the importance of his tasks makes his work doubly difficult. The life underwriter of today is “defender of 


home and nation” in many ways. 


HIS IS THE JOB— 


To share with the government the huge task of engineering the war bond purchases in 
wholesale lots. And his record in this respect to date is exemplary. 


To assist people in planning for one of the most indefinite futures man has ever faced. 
To more than operate a drill press—it is the job of freeing drill press operators’ minds from 
worry and distress. 
Yes, the life underwriter deserves encouragement, but more particularly he deserves the assurance that his work 


is vital, significant and essential in this kind of war. 


Therefore, we pay tribute to one of America’s staunch defenders who is fighting with economic tools in a war 
where economic stability is necessary for continuous offensive military action on the battle fronts of the world. 











ansds 


IFE 
a 


KANSAS CITY 
MISSOURI 


W. E. BIXBY, President. 


INsy 


PANY 


























Your acceptance and splendid discharge of your many responsi- 
bilities as life underwriters, together with your notable record of 


cooperation and accomplishment in the war effort, reflects greatly 


to your credit and to the credit of life insurance. 


May you continue to serve well and profit richly in the months and 


years ahead. 


EQUITABLE LIFE INSURANCE COMPANY 
Founded 1867 OF IOWA Hone ‘Cilive—thes Misiies 
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